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FAR-SEEING COVERAGE... 


This indeed is what you offer your prospects when 
you specify UM’S brand-new EXECUTIVE POLICY. 
Here permanent low-cost protection in economical units 
of $5,000 or more, combines with any one of three 
valuable conversion privileges to allow your client to 
shape his insurance program to best advantage in later 
life. At Age 55 the happy owner of UM’S EXECU- 
TIVE POLICY can select: (1) life paid up at 65... 
(2) endowment at 65... (3) annuity at 65—depending 
upon his circumstances and the size of the additional 
premium deposit he may wish to make. It’s as simple 
as 1-2-3—and as easy to sell. Answering your question, 
UM’S EXECUTIVE POLICY is available up to 
500% mortality. 


BUN! 
A wst er Sample Illustration 


UM'S EXECUTIVE POLICY 


$10,000 — Age 35 
lO years 20 years Age 65 
Premiums $2,570 $5,140 $7,710 


Cash Value plus 
Accumulated Dividends* 2,100 5,250 8,850 








Net Cost $ 4 
Net Profit 


* Dividends on current scale and accumulated at the 
currently allowed rate of 3% compound interest. 
While dividends are not guaranteed, the Union 
Mutual has paid dividends every year since 1850. 
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é MUTU AL LIFE INSURANCE COMPANY 
OF PORTLAND, MAINE 
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America’s Eighth Oldest Life Insurance Company. 
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Why does the man who sells Living Insurance speak up? 


It's late at the PTA meeting. Someone is 
needed to organize next year’s program. 
Again and again where good neighbors 
share the load in community projects— Red 
Cross, PTA, Community Chest and many 
others —the Man from Equitable is a willing 
volunteer. After work, he shows the same 
spirit of service that marks his business day. 
As a life underwriter, he spends his work- 
ing hours thinking of others — their hopes, 


their fears, their dreams. The Man from 
Equitable shows them how to turn these 
dreams into happy reality — with Living In- 
surance. This is modern insurance that 
stresses benefits for the living. Benefits for the 
policyholder himself while he lives. If he dies, 
benefits for the family that lives on after him. 

This concept of Living Insurance is 
dynamic—a real aid that simplifies the work 
of the Life Underwriter. It is a positive ap- 


proach to selling that can lead to increasing 
sales volume. 

And in making his daily calls the Man 
from Equitable can count on a return that 
is more than money. It comes from the 
knowledge that more and more families live 
without fear of the future because of the 
Living Insurance he has sold them. 

This is the big reward of service—a reward 
that makes hard work worthwhile. 


THE EQU ITABLE LIFE ASSURANCE SOCIETY OF THE U.S. 


Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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of Top Management 


LAA Hears Suggestions 
from Clarence Myers at 
Annual Meeting in N. Y. 


NEW YORK—Both management and 
public relations people have a part to 
play in working toward a larger and 
more useful role—and consequently a 
higher position—for public relations, 
President Clarence J. Myers of New 
York Life declared at the annual meet- 
ing of Life Insurance Advertisers Assn. 
here. 

“No matter how capable they may 
be, the contribution of public relations 





A. B. Richardson 


Clarence J. Myers 


people will be limited if their oppor- 
tunity to contribute is limited,” said 
Mr. Myers. “Yet no matter how inter- 
ested and friendly management may 
be, the contribution which public 
relations people can make will again 
be limited if their capabilities are lim- 
ited. What we need is to go forward to- 
gether.” 

There were about 250 registering 





NEW 
OFFICERS ELECTED 
President—Al B. Richardson, 
of Georgia. 
Vice-president—H. M. Kennedy, 
Prudential. 


Life 


Secretary—E. P. Leader, Bankers 
Life of Iowa. 
Treasurer—Harvey Kesmodel Jr., 


Sun Life of Baltimore. 

Editor—Goldie Dietel, Equitable So- 
ciety, 

Members of executive committee— 
A. H. Thiemann, New York Life; R. S. 
Haggman, Kansas City Life; L. E. Har- 
wood, Southwestern Life; R. L. Hinder- 
mann, Pan-American Life; D. E. Lynch, 
Mutual Benefit Life; and W. A. Neville, 
Great-West Life. 





for the meeting, some 50 more than at 
any previous annual meeting. It was 
announced that the 1956 annual meet- 
will be held at New Orleans. 

Mr. Myers offered five suggestions to 
top management and five to public re- 
lations people. Those to management 
were: 

“1. Recognize the top responsibility 
for good public relations belongs to top 
management. Of course, every depart- 
(CONTINUED ON PAGE 16) 
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. Y. Life President New Smaller Companies Group Organizes 
Stresses P. R. Role Second National Association for Agents 


NALC TO FILE BRIEF WITH NAIC ON SPECIAL POLICIES, 
OPPOSE LIFE COMPANY TAX BILL NOW BEFORE SENATE; 


MANY ‘HOT’ TOPICS DISCUSSED AT ST. LOUIS MEETING 


ST. LOUIS—Directors of National Assn. of Life Companies at their fall con- 
ference here this week approved formation of an agents association to function 
at a national, state and local level among the agents of member companies of 
the NALC and others who can qualify for enrollment; directed the filing of a 
brief on the tense subject of special policies with National Assn. of Insurance 





Pru Sues Union for 
Interference with 
Sales Award System 


LOUISVILLE—Prudential has sued 
the AFL Insurance Agents Internation- 
al Union in federal court here to make 
it stop interfering with the company’s 
practice of conferring awards on 
agents who attain sales goals, its man- 
agers’ methods of questioning agents 
about their sales and service records, 
and its policy of limiting attendance at 
business conferences to the agents 
with the pest production records. 

In its brief Prudential said the union 
is asking its members to refuse to be 
interviewed by a district manager ex- 
cept in the presence of a grievance 
committee and has advised agents not 
to become acting staff managers be- 
cause they don’t receive additional 
pay for doing so. Prudential contends 
that resolutions adopted by the union 
at its biennial meeting last May in 
Louisville violate the contract between 
the union and the company. 

The resolutions stated that through 
sales contests Prudential is “exerting 
a type of pressure” on Prudential a- 
gents that was largely responsible for 
the creation of the union. The resolu- 
tions specified that no union member 
should accept any gift, prize or other 
gratuity for attaining a sales goal. 

The union’s present contract comes 
up for renewal next March. Observers 
of union strategy say the resistance 
program appears to be part of a 
softening-up effort looking toward de- 
mands to be made at contract renewal 
time. 


Commissioners, and expressed opposi- 
tion to the pending federal tax act 
now being considered by the Senate 
finance committee. The tax bill was 
characterized as “stop-gap legislation 
that can cause disruption of the life 
insurance industry.” 

The NALC directors also referred to 
a special committee which will report 
to the executive committee within a 
short time, the study of requests that 
some aspects of the present struggle 
over special policies be laid before 
the federal trade commission. The legal 
staff of the association was directed to 
scrutinize this situation to determine 
whether statutes and federal laws 
against monopolistic practice might 
have been violated. This study would 
cover various newspaper advertising, 
“guest editorials’ and other attacks 
that have been made against the small- 
er companies and their special policies 
by the field representatives of various 
other companies. 


The two-day meeting 
discussion of variable 
“anti-inflation” policies. 

“This type of policy is a ‘tontine’ 
or something else bad if a small com- 
pany writes it; a ‘terminal dividend 
policy’ if written by somebody else,” 
said Pierce B. Brooks, president of 
NALC and president of National Bank- 
ers Life of Dallas. “If the insurance 
industry is to grow soundly, the 
investment type special policy, more 
accurately called variable annuities, 
must be freed from the attacks made 
upon it by those selling competing in- 
surance. Though there are regional as- 
pects of the question, I think the fight 
on ‘specials’ has been brought about 
largely because the younger, growing 

(CONTINUED ON PAGE 19) 
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Late News Bulletins... 








N. J. Commissioner Lauds Variable Annuity 


NEW YORK—Insurance Commissioner Howell of New Jersey praised Pru- 
dential’s efforts to get variable annuity legislation enacted as evidence of the 
company’s progressiveness. Speaking at the banquet here that concluded Pru- 
dential’s three-day management conference, Commissioner Howell said he at 
first felt concern about the variable annuity bills now pending in the New 
Jersey legislature but on investigation he was convinced that they were addi- 
tional evidence that the company is going to meet in a responsible way one of 
the needs that has developed over the years and that can be met by a life in- 
surance company better than in any other way. 

Mr. Howell, a CLU who has been in the insurance business for many years, 
said the bills are designed to give proper supervisory power over the adver- 
tising and sale of variable annuities and with proper training of agents and 
supervision by the home offices of companies like Prudential the result will be 
a service to the public. Besides Mr. Howell the speakers included President 
Carrol M. Shanks, who acted as toastmaster, Gov. Meyner of New Jersey, 
Superintendent Holz of New York, and Adm. Oscar Badger, retired, a Pru- 
dential director. Their talks will be reported in next week’s issue. 


59th Year, No. 38 
September 23, 1955 


‘Variable Annuity’ 
Proper Designation, 
D.C. Agents Decide 


Express Satisfaction at 
Safeguards Stipulated by 
Insurance Superintendent 


WASHINGTON—The battle against 
the variable annuity is a lost cause, 
according to local life insurance agents 
who have been leading the opposition. 
As a result of the concern felt by 
some agents over the incorporation 
and licensing of Variable Annuity Life 
here, the District of Columbia Life 
Underwriters Assn. named a commit- 
tee to look into the matter, particu- 
larly the danger that the term “vari- 
able annuity” might permit the new 
type of contract to be confused with 
the usual guaranteed-dollar type of 
annuity. 

Following conferences with the Na- 
tional Assn. of Life Underwriters com- 
mittee on variable annuities and with 
Superintendent Jordan of the D.C. in- 
surance department, the local commit- 
tee decided that the term “variable 
annuity” is the publicly accepted de- 
scriptive name for this variable in- 
come type of contract and that Super- 
intendent Jordan has taken every pre- 
caution that could reasonably be ex- 
pected to prevent any misunderstand- 
ing on the public’s part. 

J. Hicks Baldwin, Northwestern Mu- 
tual Life, president of the D.C. asso- 
ciation, released the following state- 
ment to THE NATIONAL UNDERWRITER: 

“As officers and directors of the Dis- 
trict of Columbia Life Underwriters 
Assn. we have been asked many ques- 
tions both by members of our own 
association and by the insurance-buy- 
ing public since the establishment of 
the Variable Annuity Life Insurance 
Co. of America. Therefore we felt that 
we had a responsibility to become as 
fully informed on the subject of vari- 
able annuities and this company in 
particular as we could. 

“At no time were we concerned over 
the financial responsibility or the in- 
tegrity of those organizing this new 
venture but rather in the other aspects 
of the variable income concept. The 
essence of our position is contained in 
the following sentences from a letter 
which we wrote to the superintendent 
of insurance: 

“We are concerned lest the impres- 
sions, beliefs and understanding built 
up in more than 100 years of life in- 
surance history should be mistakenly 
applied to a different investment con- 
cept which is not, in accepted public 
sense, an annuity nor life insurance 
as that is commonly understood... . 
The typographic styling of the variable 
income contract, as to its name and 
major provisions, should be so speci- 
fied as to eliminate any reasonable 
possibility of confusion on the part of 
the life insurance and annuity buying 
public between those concepts and the 
variable income concept. 


“As a result of our conferences, we 
(CONTINUED ON PAGE 17) 
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Shoemaker Tells LAA of Agents’ Need tor Good 
Post-Approach Letter, Other Practical Aids 


“A good post-approach letter that 
covers just about every possible con- 
tingency” would 
be a great help to 
many agents if it 
could be created, 
George P. Shoe- 
maker, general 
agent of Provident 
Mutual Life in 
New York city, 
told the annual 
meeting of Life 
Insurance Adver- 
tisers Assn. in New 
York city. 

Such a letter 
should have removable paragraphs 
which would allow agents to eliminate 
statements not applying to the particu- 
lar situation, Mr. Shoemaker said. The 
letter was one of several recommenda- 
tions he made to the LAA. 

The first reaction might be that it 
is impossible to prepare this type of 
a letter or that it could be written bet- 
ter by the agent, he said. But the aver- 
age agent is not a good letter writer. 
Those who do write their own will ig- 
nore a home office letter, while those 
who need one will welcome it, he 
added. 

Mr. Shoemaker also called for specif- 
ic booklets which will do the agents’ 
selling for them at family conferences 
where the prospect must sell the plan 
to his wife. Since the burden of selling 
often falls to the prospect, he must 
have printed material that will explain 
the policy. While Mr. Shoemaker said 
he had seen some good pre-approach 
leaflets, he has found nothing detailed 
or simple enough to replace a good 
salesman. 





G. P. Shoemaker 


a e oe 

Individual companies should write 
articles for prospective policyholders, 
describing policies, explaining insur- 
ance and its application to them, and 
attempting to answer questions that 
will arise when there is no agent on 
hand to answer them, Mr. Shoemaker 
said. 

A manual should be issued that 
would help agents explain to clients 
how their policies work and help re- 
sell them when they review their pro- 
gram. Although Institute of Life In- 
surance has written good booklets on 
general policy provisions and one for 


wives, companies must write their own 
more varied and specific leaflets. 

An effective sales promotion aid is 
a packaged sales kit, Mr. Shoemaker 
said. He suggested separate kits for 
every policy the company sells and 
additional ones for specific types of 
prospects. If each agent had his own 
set, time would be saved, the material 
would be coordinated and more wide- 
ly used, and the agent could be helped 
after he digested the available material. 
Because agents concern themselves 
more with the selling process, on the 
average, they do not put much time on 
research and learning about promo- 
tional material. 

Advertising men must not only cre- 
ate the material, but also spell out how, 
when and where it should be used. This 
can be done after pre-testing material, 
questioning the sales staff and, if pos- 
sible, briefly working with an agency 
every year. 

Conceding the expense involved in 
providing promotional material, Mr. 
Shoemaker nevertheless went on to 
suggest for each agent a looseleaf book 
that would contain copies of all avail- 
able sales material, replacing the large 
“master book” kept by each agency. 
The looseleaf system would give the 
agent time for his own unhurried pe- 
rusal, it would always be available, 
and it would keep him up-to-date on 
additions to his book. He would learn 
more about the promotional material 
available and make better use of it. 

When a new piece of sales material 
comes out, the company must show 
that it will produce results. To get 
quick agent acceptance on a new piece, 
he suggested offering free mailings, or 
whatever it may be, before a definite 
date. 

Agents, knowing they must keep in 
touch with their clients, would appreci- 
ate an entire year’s mailing campaign 
laid out for them. Also, the home of- 
fice might have better facilities for 
doing the mailing. 

While agents freely discuss their 
business with each other, there seems 
to be a reluctance among advertising 
men to copy or adapt others’ ideas, 
Mr. Shoemaker continued. Agents of 
all companies lose if this attitude exists. 
He suggested a code of ethics and prac- 
tice allowing advertising men to use 


each others’ ideas if they are worth- 
while. Just because a competitor has 
something good, don’t refuse to use it, 
he advised. 

The agent and the services he per- 
forms should be emphasized on a na- 
tional, over-all basis rather than play- 
ing up special policies which invite de- 
structive cost comparisons. Everyone 
loses if policyholders become dissatis- 
fied. The public should be told most 
life companies are good and should be 
advised to “buy an agent and not a 
policy,” he said. 

Campaigns built around individual 
agents and the work they do will help 
greatly toward building prestige and 
telling the public what the agents do, 
Mr. Shoemaker said, noting this has 
been done quite a bit since he spoke 
before the LAA seven years ago. How- 
ever, he declared, he is getting “a little 
fed up” reading only about leading 
agents who need less of a “boost” than 
the others. He suggested a series of 
biographical sketches about the typical 
agents—those who do a conscientious 
job and are the average producers— 
which would be provided in printed 
form to the individuals for mailing to 
clients. This would build the agent at 
the place where he needs it most—“the 
grass roots.” Mr. Shoemaker would 
substitute these reprints for what he 
considers the less effective publicity 
releases. 

Mr. Shoemaker summed up his rec- 
ommendations as: coordinating all 
sales material toward telling the public 
that the agent does a worthwhile job; 
increasing advertising appropriation at 
the grass roots level; developing more 
campaigns built around characteristics 
of an individual agency in its commun- 
ity; injecting humor or tears into ad- 
vertising material at the appropriate 
time; providing each agent with a com- 
plete book of available sales promotion 
material; leaving the advertising man’s 
ivory tower and visiting the field to 
find out what the sales people want 
and how they like the sales material; 
avoiding a paternalistic attitude in re- 
viewing this material and assume 
agents knew what they wanted; join- 
ing with other companies, if possible, 
to exchange ideas and work out some 
form of cooperative advertising; and 
remaining continually alert to provide 
agents with advice and experience of 
the advertising department in every 
field of sales promotion. 
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LIFE INSURANCE ADVERTISERS ASSN. officers and executive committee members elected at the annual meeting 
in New York City. Officers, seated from left to right, are: E. P. Leader, Bankers Life of Iowa, secretary; H. M. Kennedy, 
Prudential, vice-president; Al B. Richardson, Life of Georgia, president; Goldie Dietel, Equitable Society, editor; and 
Harvey Kesmodel Jr., Sun Life of Baltimore, treasurer. Executive committee members, standing from left: R. S. Hagg- 
man, Kansas City Life; Donald E. Lynch, Mutual Benefit Life; L. E. Harwood, Southwestern Life; A. H. Thiemann, New 
York Life, immediate past president; R. L. Hindermann, Pan-American Life: and W. A. Neville, Great-West Life. 


Lincoln Nat'l Ends 
Golden Anniversary 
With Rededication 


Impressive Program 
at Fort Wayne Begins 
Second 50 Years 


A rededication ceremony at Lincolp 
Natiocnal’s home office in Fort Wayne 
Ind., climaxed the company’s 50th an. 
niversary celebration which began with 
the agent’s Chicago-Fort Wayne Gold. 
en Jubilee convention in June. 

The day-long event began with ; 
rededication and ribbon-cutting cere. 
mony in the entrance plaza of the 
home office building, and ended in the 
evening with a formal program fo. 
lowed by presentation of Fred Waring 
and his Pennsylvanians in their new 
Broadway show, “Here! Here!” 


Tribute was paid to the company’s 
first half century and the advent of its 
second 50 years was hailed at the home 
office rededication ceremonies, at- 
tended by all Fort Wayne employes. 
With Allen C. Steere, associate genera] 
counsel, who was chairman of the an- 
niversary committee, serving as master 
of ceremonies, talks were made by 
Walter O. Menge, president; Dr. Louis 
A. Warren, chairman of the Lincoln 
National Life Foundation; Holman 
Hamilton, history professor at the Uni- 
versity of Kentucky; Mayor Meyers of 
Fort Wayne and Commissioner Wells 
of Indiana. 

Mr. Menge said the future strength 
and source of opportunity of Lincoln 
National lies in a duplication of its 
past tradition of finding innovations 
in the use of life insurance and in the 
technology of home office and field 
operations. “Collectively,” he said, “we 
must continue to enlarge and improve 
our facilities mainly through the dis- 
covery of new applications and uses 
of our commodities, and in the quality 
of service we perform for our policy- 
holders.” 

The evening program included a talk 
by Claris Adams, executive vice-presi- 
dent of American Life Convention 
Noting that at the turn of the century 
life companies were concentrated in 
the east, Mr. Adams said a number of 
them were organized in western and 
southern states about that time, in- 
cluding Lincoln National. Many have 
done exceedingly well, and a few have 
made outstanding records, he said. 
“However, none has approached the 
tremendous rate of growth of the Lin- 
coln.” 


“The spectacular rise of Lincoln Na 
tional is one of the great romances 
of American life insurance,” M. 
Adams vouchsafed. “It has no countel- 
part in our history. A stripling bu 
yesterday, it is a giant today. It rank 
among the leaders in the nation. AP 
parently the purpose is to out-date 
every previous record every yeal.” 

Mr. Adams said the development o 
Lincoln was neither a miracle nor 2 
accident—“It has been headed from the 
beginning by men of vision who have 
had the capacity to make dreams come 
true, by men of conviction who hi 
the courage and stamina to steer thet 
individual course, by men who wet 
open-minded to experiment, alert fat 
opportunity, sensitive and adaptable # 
change.” 
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not sufficiently trained or not ade- . s H aH tae H 
ew ba ieaiely compensated. In some compa- in the Federal tax law relating to gifts. Life insurance and annuities can qualify as 
hed te) ae ASH is a new venture and in valid gifts under the new tax law and may effect substantial savings for the client. 
the Lin — the business has been growing 
so fast the claim organization has not or tho r cts, either of t bove annuities are amon I 
bept pace with the growth. In other F se prospects, eithe he above g a large number of 
companies, other lines of insurance are NWNL plans which can admirably fill the bill. 


‘oln Na-§ the principal interest and management 

omancs § does not realize the importance of good 

»,” Mtl claim performance. Too often man- 

= 2 rg looks upon the claim depart- 

in ment as only a necessary expense and 

aE I canine ae ee at For full details contact the nearest agency of 
on. AD§ cedure can lose business faster than 


uate] the producers can bring it in, he said. NORTHWESTERN NATIONAL LIFE 


ear. ° ° e 


ment of : te ? 
cae Claim service in the group field does re) F M I N N E A P re) LI s§ 


Riss hot present as many problems as does 

og the individual policy. Group competi- 

oi tion is so keen that a company which , 

he had) Lal to give good claim service will 40 yeas expenence in brokenage senuce 
thet Soon lose the business to a competitor. 

er Particularly close attention should be 

Siven claims in all cases where an em- 

Ployer, a labor union, or any individual Ninth in a series 

might profit directly or indirectly by 
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Agenda Released 
for Meeting of 
Medical Directors 


Association of Life Insurance Medi- 
cal Directors has completed the pro- 
gram for its annual meeting to be held 
at the Hotel Statler, New York City, 
Oct. 19-21. 

The first day mortality studies in 
connection with electrocardiographic 
changes will be considered by three 
Prudential associates, Dr. Charles E. 
Kiessling, Dr. R. S. Schaaf and Annie 
Mary Lyle, senior underwriting re- 
search analyst. Dr. E. A. Hines Jr., 
professor of medicine at the University 
of Minnesota graduate school, then will 
discuss hypertensity disease. 

Speakers Thursday and their topics 
are Dr. W. H. Scoins, Lincoln National 
Life, substandard A&H; Dr. F. M. Han- 
ger, professor of medicine at Columbia 
University, clinical evaluation of 
hepatic disorder; Dr. S. A. Levine, 
professor of medicine at Harvard, 
coronary artery disease; Dr. J. H. 
Burchenal, professor at Cornell Uni- 
versity medical college, chemical treat- 
ment of cancer, and Dr. H. L. Bockus, 
prefessor at the graduate school of 
medicine, University of Pennyslvania, 
prognosis in peptic ulcer disease. 

The closing session will be ad- 
dressed by Dr. Herbert Polack, asso- 
ciate professor at New York Univer- 
sity college of medicine, on altered 
prognosis and diabetes mellitus; Dr. 
William Dock, professor of medicine 
at New York University, on arterio- 
sclerosis, and Andrew C. Webster, 
selection vice-president Mutual of New 
York, the recent impairment study of 
Society of Actuaries. 


Wash. Gears for Operation 
of H&W Regulatory Law 


Machinery to implement Washing- 
ton state’s new law regulating union 
health and welfare funds will be in 
full operation in the next few weeks. 

Questionnaires will be mailed to 
welfare fund administrators and in- 
surance companies and health service 
contractors that underwrite welfare 
plans in the state. Administrators will 
be asked to submit a complete finan- 
cial statement and audit. Insurance 
companies and health service contrac- 
tors will be required to make an ac- 








board of American College of Life 


Prominent per- 
sons seen at the 
28th annual con- 
ferment dinner 
and exercises in 
St. Louis included 
Dr. George Lynn 
Cross, president of 
the University of 
Oklahoma who 
gave the address; 
Julian S. Myrick, 
ehairman of the 
Underwriters and former vice-presi- 


dent of Mutual Life; and Dr. S. S. Huebner, insurance educator who is president 


emeritus of American College. 








counting of premiums received, bene- 
fits paid, commissions or fees paid to 
agents and retention rates. 

The new act directs Commissioner 
Sullivan to examine each fund at least 
once very five years. It empowers him 
to subpoena witnesses and conduct 
public hearings. “We're going to apply 
the same tactics of examination to 
welfare funds as now pertain to insur- 
ance companies,” the commissioner 
said. 

The strongest state law in the nation 
relating to H&W funds, the new Wash- 
ington act was passed with wide labor 
support by the 1955 legislature and is 
being watched by lawmakers, union 
leaders and businessmen throughout 
the country. 

Mr. Sullivan said he had inquiries 
from many states and letters praising 
the law from senators who had been 
investigating mishandling of welfare 
funds in the east, midwest and Cali- 
fornia. 


Companies Lend $300 
Million on New Schools 


More than $300 million of life in- 
surance funds are on loan to schools 
and colleges throughout the U. S. as 
financing for building construction, ac- 
cording to Institute of Life Insurance. 

Two hundred U. S. life companies 
at the start of the year owned $148 
million of college and university bonds 
and $155 million of public and private 
gerade school or high school bonds is- 
sued by state, county, municipal or 
private borrowers. In addition they 
owned $13 million of Canadian school 
and college bonds. 

“The life insurance business is mak- 
ing an important contribution towards 
meeting the accelerated demand for 
school facilities by helping finance new 
buildings,” Holgar J. Johnson, institute 
president, said. “The relatively new 
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channel for investment of life insur- 
ance funds for college construction is 
becoming more and more important 
as our needs for higher education 
grow.” 


N. E. Life Holds Series 


of Agents’ Conferences 


New England Mutual Life is holding 
conferences to acquaint leading agents 
with the latest developments in busi. 
ness insurance, estate and pension 
planning Sept. 6-Oct. 12 at Washing- 
ton, D. C., Highland Park, IIl., Pasa- 
dena and Santa Barbara, Cal. 

Homer C. Chaney, 2nd vice-presi- 
dent, Albert H. Curtis II, director of 
field training, and Lambert M. Huppe- 
ler, agency vice-president, will moder- 
ate panels of home office specialists. 

Qualification for attendance is based 
on outstanding service to policyholders 
in June and July and on a specified 
minimum of new business submitted 
during that period. 








Manhattan Branch Wins 


Colonial Life Award 


Colonial Life has awarded the presi- 
dent’s cup, top production award for 
combination agencies, in division A to 
the Manhattan branch in New York 
City. 

President Richard B. Evans made 
the presentation to Manager Arthur 
Bandel at a dinner and theater party 
attended by agents and wives. Mrs. 
Evans, James G. Bruce, vice-president 
and secretary, and Mrs. Bruce, Harry 
W. Rice, superintendent of agencies, 
and Mrs. Rice were guests. 

Awards are made on a 6-month 
calendar basis to the branch which 
leads its division in total points scored 
for new sales. Combination agencies 
are divided into three sales divisions. 


Spe. 


FIRST SEMI-ANNUAL REPORT NOW AVAILABLE 





Speakers Listed for 
A&H Underwriting 


Forum at Louisville 


The agenda has been prepared fg 
the annual underwriting forum, spop. 
sored by H&A Underwriters Confer. 
ence and to be held Oct. 24-25 at the 
Kentucky Hotel, Louisville, immediate. 
ly preceding the annual meeting there 
of Institute of Home Office Under. 
writers. 

The forum, to be devoted entirely ty 
underwriting A&H on an individug 
basis, will be opened with remarks by 
E. B. Forsythe, vice-president of Ii. 
nois Mutual Casualty, chairman of the 
conference underwriting committee 
Frank S. Vanderbrouk, president of 
Monarch Life and also of the confer. 
ence, and John P. Hanna, conference 
managing director. Following, there 
will be a review of the underwriting 
history in nuclear energy plants by 
R. C. Stratton, assistant superintendent 
of engineering and loss control of 
Travelers. 

Monday afternoon Car] Songer, 
Washington National general agent at 
Veedersburg, Ind., will give the field 
man’s approach to A&H underwriting: 
Dr. Proctor Waldo, medical director 
of Washington National, will discuss 
underwriting of back injuries, and new 
developments in subs;tandard under. 
writing will be considered by John 
Gebbie, Continental Casualty; E, F, 
Brewer, Republic National, and Arthur 
J. Kern, Inter-Ocean. 


Speakers Tuesday morning are V. R. 
Fernitz, Combined, the effect of work- 
man’s .compensation on. hospital and 


medical insurance; G. H. Carlson, 
North American Accident, accident 
out-patient benefits; Robert Ryan, 


Royal-Liverpool, major medical, and 
Charles Walker, Lincoln National, de- 
ductible hospital insurance. 

Two case clinics will wind up the 
program Tuesday afternoon. W. A. 
Sims, Business Men’s Assurance will 
be moderator of the ‘session for lay 
underwriters, the participants being 
Charles Barry, Ohio State Life; J. N. 
Crary, Connecticut General Life; H. L. 
Graham, Bankers Life of Iowa; M. G. 
Pittman Jr., Gulf Life; Al Robins, 
Loyal Protective Life; and J. M. Ryan, 
Metropolitan Life. 

Moderator of the other clinic will be 
Dr. W. H. Scoins, Lincoln National Life. 
The panel of doctors consists of H. R. 
Leffingwell of Paul Revere Life, C. B. 
Ahlefeld of Business Men’s Assurance, 
J. E. Boland of Central Standard Life, 
North American Accident and Country 
Life, and E. B. Williams of Wisconsin 
National. 


Membership Drive in Mich. 


LANSING—Central Michigan A&H 
Assn. is launching a membership 
to continue through the remainder of 
the month. Plans for the campaign 
were discussed at a meeting last week 
at which the program of fall meetings” 
also was outlined. 4 





R. H. Moore, Mutual Benefit 
will address the Oct. 5 session. 









Lawrence at Record Pace 


The Lawrence agency of Massachu- 
setts Mutual Life at Chicago, whose 
paid for volume to date exceeds 
total registered in all of 1954, had its” 
largest single production month it” 
August. About 90% of the agency's 
producers have paid for more in 1 
to date than they did in all of 1954 and 
more than 60% have production so 
this year exceeding that for any pre- 
vious year. 
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1, Material to motivate agents. 

3. Sales aids. 

$ Prestige and good-will builders 

4 Recruiting material. 

5, Direct mail. 

6, Wall calendars. 

1, Greeting cards. 

3, Annual reports. 

9, Policyholder material. 

10. Brokerage material. 

11, Company field magazines or newspapers 
addressed to agents. 

12, Employe relations. 

13. National magazine advertising. 

14. Newspaper adv ing. 

15, Insurance journal advertising. 

16. Public relations. 

17. Group coverage. 

18, Personal A&H. 





























Life 1, 2,6 
American. Mutual 1 
American United 4 
Atlantic Life 11 
Bankers, Nebraska  ......-sssvsrsssssssseressseeoose 1, 3, 11, 18 
Bankers National . 
Beneficial 2, 3, 13, 16 
Berkshire Life 18 
California-Western States  .....sccsseerscsseessces aaa 
Canada Life 14 
Columbus Mutual 1l 





Commonwealth Life 
Connecticut Mutual 











Cuna Mutual +17 
Dominion Life 11 
Empire Life 2 
Equitable Society 13 * 








Equitable, Iowa 

















































































































Excelsior Life 2, 6, 8 
General American 1, 
Great Southern 2, 8, 11 
Guarantee Mutual 
Guaranty Savings 4 
Guardian Life 8, 11 
= ee ficial 7 
Home Beneficia 
Home Life ............ 8, 12, 17 
Home State Life 11, 12 
Imperial Life 4,13 
Indianapolis Life 5 
John H. I 1,13 
Kansas City Life 1,2 
Lamar Life 2 
Life & Casualty, Tenn. 16 
Life of Georgia 12 
Lincoln National 2,4 
London Life 8,14 
Lutheran Mutual 8, 16 
Manufacturers 2, 10, 11, 14 
Massachusetts Mutual  .....cccccccssereecesenerses > Ue 
Metropolitan Life  ........0sscscsesessesseeseee 1, 2, 8, 11, 17 
Midland Mutual 18 
+ Mutual Benefit Life 11, 14, 15 
Mutual Life, Canada q 
Mutual Of NEW YOrk. .......cssccssssseseesereeceseree 9, 13, 16 
Mutual Service, St. Paul .....cccccsccscssssseseosersese 2, 16 
National L. & A. 12 
National, Vermont 2, 6,9 
New England Life 8, 9, 13 
New York Life  ......scscsscssssesoe 1, 5, 6, 8, 12, 16, 17 
North American, Canada ............ccecsessseeeee 11, 12 
North American, Life & Casualty  ..........c0000 10 
Northwestern Mutual 6, 13 
Northwestern Natiomal  .......scsscssscsssssessssssssees 13 
Occidental, Raleigh, 14,15 
Occidental Of Cal. .c.cc..cerscssssscessseeeserses 2,11, 17, 18 
Ohio National 1,2,8 
Pacific Mutual 3, 8, 10 
Pan-American 2, 8, 15, 16 
' Paul Revere 15, 1 
Penn Mutual 8 
Protective 14 
Phoenix Mutual 1,11 
Pilot Life 8, 11, 17 





Provident Life of N. D. 
Provident Mutual 15, 18 
Prudential .......cccsssssssesess qreeeeeee 2, 4, 8, 10, 11, 13, 16 
Republic National 10, 11 


























Sitting behind the speaker’s plat- 
form, Sid Marean, prominent CLU who 
is a broker in Cincinnati, records what 
happened at the CLU breakfast and 
annual meeting at St. Louis. 
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Many Award Winners Among Record 518 
Exhibits Shown at LAA Annual Meeting 


NEW YORK—Exhibits at Life Insurance Advertisers Assn. annual meeting 
here set a new record of 518, In fact, the number of entries has become so 
large in recent years as to cause discussion of the advisability of limiting the 
number in some way. Awards were made in 18 categories. LAA no longer 
ranks the winners in the various classes. Following is the list of categories, 
the list of winners and the categories in which each company won an award: 

















Union Central 4, 5, 15 
Union Life, Little Rock 11 
Union Mutual 1, 2, 10 
U. S. Life 10 
Washington National 11, 16 








Blazek Joins Neb. Department 

Roy Blazek on Oct. 1 will join the 
Nebraska department as claim super- 
visor. He wul handle complaints for 
the department and _ will replace 
Homer Rose who has gone with Bank- 
ers Life & Casualty. 


ished 23-story Martin Brown office 
and store building in downtown Louis- 
ville as a new home office, will con- 
struct a half million dollar garage 
none directly behind and adjoining 
i 


The garage will provide parking 
space for tenants of the Commonwealth 
building, members of the company’s 
own organization and the general pub- 
lic. There will be entrances to the 
Commonwealth building cut through 














Security Benefit 5, 10, 17 
Security Mutual, N. Y. ........ 2, 3, 9, 10, 13, 16, 18 
Southland Life 11,15 
State Mutual 16 
Sun, Baltimore 11 
Travelers 6, 7, 11, 13, 15 
Union Casualty 8 Life o.cccccccccccccesseseeeee 1, 10,15 








Commonwealth to Have Garage 


Commonwealth Life, which a few 
weeks ago purchased the then unfin- 


the walls to every level of the garage. 


Pacific Mutual Life will stage its 
annual nationwide inter-agency pro- 
duction contest Sept. 19-Oct. 29. 


Uae 





Which company’s field agents 


have a “direct line”-—always open— 
to the Home Office? 


ork than likely, the hand you see is the hand 
M of an agent of The Northwestern Mutual. 
How can you tell? Because in this company the 
individual field agent is actually encouraged to 
phone or write the Home Office in Milwaukee 
whenever he chooses. For in addition to the valu- 
able help he gets from his general agent, he can 
count on Home Office people who are always ready 
to help. No “ivory tower” there! 

Nearly all our Agency Department men are 
former field men with successful selling experience. 
The Northwestern Mutual agent who asks their 
advice can be sure he’s being understood and getting 
a. sympathetic ear. 

It’s truly an “open door” policy, for the Com- 
pany agent can bring his problem directly to any 
department—underwriting, medical, legal or 


agency. Everyone at Home Office—even the Presi- 
dent—is ready to respond. 

The “‘open door” works in reverse, too. Home 
Office personnel is continually going out through 
that door into the field to visit agencies, to get a 
firsthand look at problems, and to help with them. 

“Ivory tower?” Not here. 


The 
NORTHWESTERN MUTUAL 
Life Insurance Company 


MILWAUKEE, WISCONSIN 


“THE CAREER COMPANY” 
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you can count on 
ife insurance” 





This single forceful idea will be the central theme of the 

new 1955-56 Co-operative Advertising Program sponsored 

by the Institute of Life Insurance. Watch for the first of 

these 12 dramatic advertisements, appearing in daily 

newspapers across the nation the week of October 17. 

Institute of Life Insurance, 488 Madison Ave., New York 22. 
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LIAMA Sets Agenda 
for Annual Meeting 
Nov. 7-11 in Chicago 


The annual meeting of LIAMA will 
be held Nov. 7-11 at the Edgewater 
Beach hotel, Chicago, with ‘‘Responsi- 
bilities of the Agency Officer” as the 
theme. More than 800 are expected to 
attend. 

LIAMA committees will meet Sun- 
day, Nov. 6, through Tuesday morn- 
ing. The traditional “old guard” re- 
union dinner will be held Monday eve- 
ning. The legislative forum, a feature 


of recent years, will be conducted 
Tuesday morning, followed by the fel- 
lowship luncheon and the first genera 
session. 

General sessions will continue all 
day Wednesday and Thursday morn- 
ing. After Wednesday’s general ses- 
sion, a workshop on the new career 
analysis procedure will be held. A 
compensation forum and management 
development conference are scheduled 
for Thursday afternoon, with the latter 
continuing through Friday noon. 

William B. Stannard, vice-president 
in charge of agencies of Occidental of 
California, is chairman. 





Vronhaas 


>= 





1. Career Compensation Plan 


A 2-year plan—one of the most liberal 


The Right Combination 


a 
--- FOR AGENCY BUILDING 





both to agent and general agent. 


2, Production Incentive Agreement 


A contract for prospective agents unexcelled by leading companies. 


3. Training Allowance 

"© A substantial amount paid to general agents for recruiting and training. 

PLUS THESE ADVANTAGES — Success-proven training courses 
© Programming schools ¢ Business and tax seminars ¢ Lifetime service fees ¢ 
Complete line, low cost Life, Accident, Sickness, and Hospitalization policies. 


Watrer H. Huent, President ARrNotp Bere, C. L. U., Agency Vice-President 


I NDIANAP 


INSURANCE 


OLIS LIFE 


COMPANY 


Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 






















Write: FORREST D. GUYNN 
Director of Agencies, Dept. N-9 
The Old Line Life Insurance Co. 
of America 

Milwaukee 1, Wisconsin 


bOFe . . . SOCRMESS . . . 


AGENCY OPPORTUNITIES In Illinois, lowa, Ohio, Michigan, Minnesota, Missouri, North Dakota, Texas, Wisconsin 


ACCIDENT... 
A General Agency Company 





OUR EXPANSION PROGRAM OFFERS 
A TREMENDOUS OPPORTUNITY 


FOR QUALIFIED AGENTS 


*& FINANCIAL ASSISTANCE 


Top Commission Contracts 
Salaried Agents Contracts 


%*& COMPLETE LINE OF MODERN COMPETI- 
TIVE POLICIES 
(Participating and Non-Participating) 


*& SPECIAL TERM REDUCING MORTGAGE 
PLAN 


*& EXCELLENT ACCIDENT AND SICKNESS 
AND HOSPITALIZATION POLICIES 


*%& SUB-STANDARD TO TABLE "'P” 
(500% Mortality) 


General Agencies available in Ohio, 
Illinois, Indiana, lowa, M :higan and 
Minnesota 







INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE 
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Chairmen of NAIC 
Committees for 
1955-1956 Are Listed 


The listing of committees of Na- 
tional Assn. of Insurance Commission- 
ers for 1955-56 has been released. Fol- 
lowing are the chairmen of commit- 


tees of interest to life people. 

Executive committee—Navarre of Michigan, 
chairman. 

Subcommittees—To study enlarging functions 
of the assistant secretary’s office and methods 
of financing, Jackson of Maryland; to study 
future sites for NAIC meetings, Holz of New 
York; to study NAIC constitution and by- 
laws, Bisson of Rhode Island; advertising code, 
Pansing of Nebraska. 

Blanks committee—Wells of Indiana. 

Subcommittees—life, R. O. Hooker of Con- 
necticut; fraternal, F. T. McGovern of Rhode 
Island; hospital and medical service plans, E. 
L. Berger of Pennsylvania; assessment life 
and accident, C. C. Dubuar of New York; life 
blank instructions, W. H. Bittel of New Jer- 
sey; lease-back real estate property, Julius 
Sackman of New York. 

Accident and health committee—Knowlton 
of New Hampshire. 

Subcommittees—Blue Cross-Blue Shield, Pan- 
Pansing of Nebraska; to study reserves for 
guaranteed renewable A&H policies, Holz of 
New York: on company reports on individual 
A&H claim settlements, Martin of Louisiana; 
to study problems incident to cancellation of 
A&H policies, Gillooly of West Virginia; on 
state laws governing misleading and deceptive 
advertising, Pansing of Nebraska. 

Examination subcommittee—Bowles of Vir- 
ginia. 

Subcommittees—Practice and procedure man- 
ual revision, R. O. Hooker of Connecticut; 
examination methods practices and laws, Mr. 
Hooker. 

Fraternal committee—Hammel of Nevada. 

Laws and legislation committee—Combs of 
Arkansas. 

Subcommittees—Tontine policy control, 
Pansing of Nebraska; to study proposed 
brokers’ minimum qualifications and licensing 
bill, McConnell of California. 

Federal liaison committee—Goebel of Ken- 
tucky. 

Special federal liaison coordinating commit- 
tee, Leggett of Missouri. 

Life committee—Gillooly of West Virginia. 

Subcommittees—To study the subject of 
group life, Howell of New Jersey; tie-in sales 
of insurance with mutual fund shares, Goebel 
of Kentucky; credit life and credit A&H regu- 
lation. Larson of Florida; commercial pen- 
sion funds and trusteed welfare funds, Na- 
varre of Michigan; variable annuities, Pryatel 
of Ohio; special policies, Humphreys of 
Massachusetts. 

Unauthorized insurance committee—Burt of 
South Dakota. 

Special committee on insurance sales on 
U. S. military reservations, Smith of Texas. 

Uniform accounting committee—Northington 
of Tennessee. 

Subcommittee—Uniform 
of Oregon. 

Evaluation of 
ing of Nebraska. 

Subcommittee—Valuation 
Humphreys of Massachusetts: II, Bowles of 
Virginia; III. Davis of Mississ*7ni; IV, Jen- 
sen of North Dakota; V., Smith of Texas: 
VI, Sullivan of Washington. 


Mention Ex-lowa Governor 


for Commissioner’s Job 


DES MOINES—Former Iowa gov- 
ernor Robert D. Blue is reported to 
have strong support for appointment 
as insurance ccmmissioner to succeed 
the late Charles R. Fischer. 

Several others including Sam E. 
Orebaugh, deputy commissioner, have 
been mentioned for the job. The sal- 
ary is $7,500 a vear. 


accounting. Taylor 
securities committee—Pans- 


of securities, 





Start Actuarial Curriculum 


at San Francisco College 


San Francisco State College, in co- 
operation with Pacific Atuarial Club, 
inaugurated an actuarial course this 
semester. : 

The new program will prepare stu- 
dents fcr actuarial societies’ examina- 
tions and will lead to conferment of a 
degree of bachelor of science in actu- 
arial science. 

A. C. Olshen, vice-president of West 
Coast Life and chairman of the educa- 
tional committee of the actuarial club, 
described the need for actuaries as 
greater than the supply and said that 
heretofore western students had to go 
east or to Canada for an actuarial 
course. 

In addition to the regular college 


—— 


staff, Prof. C. Wallace Jordan Jr, g¢ 
Williams College, author of the Sogj. 
ety of Actuaries’s new text book op 
life contingencies, will teach some of 
the courses this year. 


Simons Heads Dallas Insure; 


Pollard Simons has been nameg 
president and chairman of United Na. 
tional Life of Dallas. 

United National was chartered as 
Western Guaranty Life in 1953. It, 
capital and surplus was increased to 
$1 million and the name changed 


earlier this year. 









in Pacific Mutual’s 
CAREER BUILDING 
OPPORTUNITIES 


inspired William 
Richard Balkin’s 
long-range activity 
planning which has 
matured in his Mil- 
lion Dollar Round 
Table membership, 
his 12-year top rank 
standing in the Pa- 
cific Mutual Big 
Tree Leaders Club, 
and in the recogni- 
tion he enjoys as 
one of Chicago’s 
distinguished com- 
munity service 
leaders. 


Quality is the dom- 
inant objective in 
all Pacific Mutual 
field procedures. 


Pacific 
Mutual 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


LIFE Since 1868 « ACCIDENT Since 1885 
SICKNESS Since 1904 + RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 
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Variable Annuity Gets Kicked Around at 
Mutual Funds’ Annual Sales Conference 


NEW YORK—A view-with-alarm 
session on the variable annuity was a 
feature of the annual mutual funds 
sales convention here. It was obvious 
that the mutual fund people are in- 
tensely concerned about the variable 
annuity as a threat to their business. 

Practically all the talk was on the 
evil aspects of the variable annuity 
and how this new development might 
be headed off. There was no one to 
speak for the variable annuity nor 
was there any effort to determine 
whether the offering of variable an- 
nuities would be a service to the 
public. 

As reported briefly in last week’s 
issue, Deputy Insurance and Securities 
Commissioner Sheldon of New Hamp- 
shire spoke vehemently against the 
variable annuity. After his talk a four 
man panel from the investment com- 
pany business assisted him in answer- 
ing questions about the variable an- 
nuity. 

e e e 

Mr. Sheldon declared that purchase 
of a variable annuity is actually the 
purchase of a common stock interest, 
with all its attending uncertainties. 

“When you consider that insurance 
companies selling a common stock in- 
terest in the form of a variable annuity 
might well be exempt from all of these 
{federal and state securities] regula- 
tions, the concern of the securities ad- 
ministrators and my reasons for ap- 





A group of fraternal societies is get- 
ting set to issue variable annuities 
based on mutual fund shares, accord- 
ing to a participant in the discussion on 
variable annuities at the annual mu- 
tual fund sales congress in New York 
city. It was said that in many states 
fraternals can issue variable annuities 
with no change whatever in the laws. 





pearing in opposition to the variable 
annuity bill in New Hampshire be- 
come readily apparent,” he said. “The 
bill in New Hampshire and bills intro- 
duced in certain other states do not, 
within themselves, contain the provi- 
sions for the protection of the public 
which are contained in state and fed- 
eral laws with respect to the purchase 
of mutual fund shares and other secu- 
rities.” 

Mr. Sheldon quoted from a state- 
ment adopted last May by the execu- 
tive committee of the National Assn. 
of Securities Administratcrs to the ef- 
fect that the variable annuity is so 
Similar to the sale of securities that 
the effect of enabling legislation 
“would be to deprive a large segment 
of the public investing in variable an- 
nuity plans of the safeguards imposed 
on the securities industry for the pro- 
tection of its investors.” 

6 @ o 

The committee felt it would be inop- 
portune for any state to approve such 
enabling legislation without exhaustive 
study by the National Assn. of Insur- 
ance Commissioners and the National 
Assn. of Securities Administrators. 

It may well be, said Mr. Sheldon, 
that variable annuities will be super- 
vised by both the securities and insur- 
ance departments. He recalled that in 
an informal letter from a staff mem- 

of the securities and exchange 
commission to the proponents of vari- 
able annuity legislation in New York 
state it was indicated that even though 
certain aspects of the operation might 
come under the control and regulations 
of the insurance departments, they 


. Might also be subject to the laws ad- 


ministered by the SEC. 

“Certainly any proposed variable 
annuity legislation should centain the 
protective features of the securities 
laws and should require the delivery 
of a prospectus, the pertinent provi- 
sions of the investment company act 
of 1940, and state securities laws deal- 
ing with these problems,” he declared. 

“Because of the dual nature of vari- 
able annuities, there is a question as 


should also be licensed under the secu- 
rities laws before selling such annuities 
and whether insurance agents should 
be permitted to sell both variable an- 
nuities and regular life insurance. I be- 
lieve the use of the word ‘annuity’ 
should not be permitted because of its 
connotation of fixed-dollar guarantee 
which the public associates with this 
term. 

Conceding that common stocks do 
provide a hedge against inflation and 
a protection against loss of purchasing 
power, Mr. Sheldon pointed out that 
in the one-year period from May, 1946 


clined 23% while the cost of living in- 
creased 19%. In the three-year period 
May, 1946, through June, 1949, com- 
mon stock prices declined 24% and the 
cost of living rose 29%. It is for this 
reason, he said, that mutual fund liter- 
ature, in talking about the cost of liv- 
ing, is required to point out that the 
cost of living and common stock prices 
have at times gone in opposite direc- 
tions. 

“When you consider that annuity 
payments consist primarily of a re- 
turn of principal and that the amount 


(CONTINUED ON PAGE 11) 


to whether or not insurance agents to May, 1947 common stock prices de- 
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for future delivery. True, you sell feelings of security and 
satisfaction and often a markedly improved financial condition that 
can be enjoyed now, but what you offer may not come into real 
being until 20, 30, 40 years from now. Brokers and surplus writers 
who sell to business clients want to do everything possible to make 
sure that the policy includes provisions which assure the greatest 
value many years hence. Here are two examples: 


\ [pep in one of the few businesses that sells benefits primarily 


the real purpose of it is to provide the heirs of the 
insured with cash or income in exchange for his share 
of the business. Whether the proceeds come from 
business or personal life insurance makes no differ- 
ence to the widow. If use of an income option would 
be better on her husband’s personal life insurance it 
would also be better on his business life insurance. 
All Connecticut Mutual policies — business or per- 
sonal — include the same favorable guarantees of 
income options. 

So every time a broker or surplus writer has a busi- 
ness insurance case to consider, he should think of 
these factors: will the “package” he proposes be the 
best possible one 20, 30 or 40 years from now? 


Partnerships or close corporations who buy life insur- 
ance so that outsiders won’t get into their businesses 
usually have many other uses for money. They recog- 
nize the value of the insurance but they buy Ordinary 
Life or even Term. In most of these cases, at least one 
of the insureds lives to retirement age. Then what 
happens? Shouldn’t you give the best possible service 
to your clients by giving them policies which are con- 
vertible at minimum cost into Retirement Income 
policies? Under the Connecticut Mutual’s Change-of- 
Plan clause any premium-paying policy can be 
converted at any age to a higher premium form. This 
saves money, especially if annuity rates should go up. 
And remember, the agreement to change the plan, 
and the annuity rates to be used, are built into the 
contract. We can’t change our minds; we agree to do 
this in all cases at the time the policy is issued. 
Now let’s consider what happens when one of the 
insureds dies. We all call it “business insurance” but 





Any of Connecticut Mutual’s 80 General 
Agents can provide brokers and surplus 
writers with these superior facilities. 
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As reported in last week’s issue, Phoenix Mutual Life has promoted Herbert 
G. Skiff to vice-president making him senior agency executive, Clifford L. 





Herbert C. Skiff 


C. Russell Noyes 


Morse to agency 
vice - president, 
and C. Russell 
Noyes to secretary 
and advertising 
manager. Mr. Skiff 
has been 2nd vice- 
president, Mr. 
Morse has. been 
secretary and di- 
rector of agencies, 
and Mr. Noyes has 
been advertising 


er. 
Clifford L. Morse ae 





McGee Defends 
Mail Advertising 


Joseph J. McGee Jr., executive vice- 
president of Old American, has been 
elected president of the Direct Mail 
Advertising Assn. 

Mr. McGee, who is also president of 
Assn. of Insurance Advertisers, and the 
DMAA board will appoint a task force 
committee to combat any future attacks 
on direct mail as an advertising me- 
dium. 

Mr. McGee said direct mail adver- 
tising ranks second in volume only to 
newspaper advertising and is a potent 
force in the nation’s economy. But he 
said attacks on patron mail during the 
past year dealt the medium a damaging 
blow. 

He said the task force committee 
would seek to counteract such criti- 
cisms through a positive campaign to 
increase public understanding of the 
medium’s importance. 

He also is a member of the industry- 
wide committee on advertising for the 
National Assn. of Insurance Commis- 
sioners. 





New Monumental Baltimore Office 


Monumental Life has opened a new 
district office to serve the northern 
section of Baltimore. Olney B. Doak is 
manager and Charles E. Bell and An- 
gelo A. Danza are staff managers. 


Card Set for Public 
Actuaries Meeting 


The annual meeting of the Confer- 
ence of Actuaries in Public Practice 
will be held Oct. 14—15 in the Morri- 
son hotel, Chicago. Banquet speaker 
the first day will be Cecil P. Bronston, 
vice-president of Continental Illinois 
National Bank & Trust Co., Chicago. 

A number of formal papers will be 
presented and various topics will be 
discussed informally. 

Formal papers of interest to life in- 
surance men and those who will pre- 
sent them include: “New Uniform Fra- 
ternal Code,” R. E. Bruce of Harley 
N. Bruce Associates, Chicago; ‘Social 
Security Systems,” Donald F. Camp- 
bell Jr., Chicago consultant actuary; 
“An Application of the Data Process- 
ing Machine,’ Raymond R. Haffner, 
vice-president and actuary of Busi- 
ness Men’s Assurance; “Earnings Rate 
on Trusteed Funds and the Insurance 
Rate in Case of Self-Administered 
Pension Plans,” Sven B. Hansell, con- 
sultant actuary at St. Davids, Pa. 

Also, “Pension Funds and Retire- 
ment Systems Under Supervision of 
New York Insurance Department,” 
Earl Nicholson, Joseph Frogatt & Co., 
Inc., New York City consultant actu- 
aries; “Equity Annuities,” Harry M. 
Sarason, consultant actuary with Ron 
Stever & Co., Los Angeles; ‘“‘Reinsur- 


ance,” John T. Rohm of American 
United Life, Indianapolis; “Age-Unit 
Systems for Retirement Plans,” C. 
Franklin Smith, Joseph Froggatt & 
Co.; “Possible Relationships of Fed- 
eral Sccial Security to Public Retire- 
ment Systems,” A. A. Weinberg, Chi- 
cago consultant actuary, and “Insured 
and Self-Administered Pensions,” Wil- 
lard A. Weiss, Eugene M. Klein & 
Associates, Cleveland. 

Informal topics of discussion include: 
Special policies, terminal dividends, 
electronic computers and the actuary, 
additional term plans, federal reinsur- 
ance program, and actuary and the 
state. 





Would Bar Commissions 
to Welfare Funds Heads 


Greater New York Insurance Brok- 
ers’ Assn. has proposed to Martin S. 
House, special counsel of the New York 
insurance department, a bill which 
would bar persons connected directly 
or indirectly with a union welfare fund 
or pension plan from financial partici- 
pation in the insurance company which 
negotiates, services or writes the cover- 
age. 

The bill also would make it a mis- 
demeanor for any officer, agent, em- 
ploye or member of any union or em- 
ployer connected with a welfare fund 
or pension plan from exercising con- 
trol over the ultimate use of any com- 
missions or fees received from the 
insurance. 

Gov. Harriman several months ago 
vetoed a bill designed to regulate wel- 
fare funds in New York state on 
grounds that it had too many flaws and 
that additional study was needed. He 
noted absence of a prohibition against 
shared commissions. 


Heberling to Seattle 


State Mutual Life has established a 
new group office in Seattle as head- 
quarters for Washington, Oregon, 
Montana and Idaho. Kenneth E. He- 
berling, formerly with New York Life, 
has been placed in charge of the office. 

George R. Brockway has been trans- 
ferred from Philadelphia to Houston. 
A. Leslie Thornton Jr. and William C. 
Fitzgerald have been assigned to 
Memphis and Chicago, respectively. 








There’s something special about a Maccabees agent 
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Extra benefits 
keep him whistling 


\e Competitive first year commissions give him 
a good living right from the start. 


%e Vested renewals protect his family’s future. 


\o Liberal pension and insurance plans add to 
his security. 

\o Free direct mail (including all postage costs) 
aids him in prospecting. 


Ag Training program increases his sales effec- 
tiveness. 


\o Management opportunities make his future 
bright. 


If you’ve been looking for extra benefits to keep 
you whistling, write Robert O. Shepler, Field Direc- 
tor. There are excellent opportunities for rapid 
advancement in many territories in the United 
States and Canada. 


MACCABEES 


—a Life Insurance Society 


The Maccabees Building + Detroit 2, Michigan 


cities of the United States and Canada 
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ONLY 38 OF 1,400 JOIN 


Texas Federation 


Dissolved; Lack 
of Interest Cited 


DALLAS—Immediate dissolution of 
the nine-month old Insurance Federa. 
tion of Texas was ordered last week 
by a 15 to 2 vote of its board of direc. 
tors, according to Travis T. Wallace, 
first and only president of the organi- 
zation and president of Great Ameri- 
can Reserve, who already has refunded 
all dues paid since its formation. 

“Insufficient interest on the part of 
the vast majority of the companies” 
was cited by Mr. Wallace as the main 
reason for the action. Despite member. 
ship drives by circular letter and per- 
sonal contact, only 33 of the approxi- 
mately 1,400 eligible companies had 
joined, said Mr. Wallace, at the time 
of the board’s meeting last March, 
with five added since that time. 

The federation was formed largely 
in compliance with suggestions from 
members of the board of insurance 
commissioners as a plan to bring about 
cooperation within the industry and 
to meet challenges growing out of the 
failures of a number of Texas compa- 
nies. The call was by-passed by many 
of the larger life and fire-casualty 
companies and also by the Texas Assn, 
of Insurance Agents. 

Moreover, since formation of the 
federation, new laws have gone into 
effect strengthening the financial re- 
quirements of insurers and otherwise 
plugging up loopholes in regulations. 

One interesting sidelight on the 
short-lived federation is that Mr. Wal- 
lace, who voted against the original 
organization, later was named presi- 
dent and pledged his best efforts. In 
his statement on its dissolution he said 
in part: “However, we do feel our ef- 
forts were not wasted. Most of us know 
a lot of fine people in this business 
that we would not have known.” 


Would Extra Rate Smokers 


PORTLAND, ORE.—Higher life in- 
surance rates for smokers might help 
to decrease the number of lung cancer 
deaths, it was suggested by Dr. 
Charles Dotter, head of the depart- 
ment of radiology at the University of 
Oregon medical school. 

Speaking at a symposium on lung 
cancer, Dr. Dotter stated that people 
ought to quit smoking and that the 
higher insurance rate might help be- 
cause “sometimes we can get at people 
by threatening their pocketbooks, bet- 
ter than we can by threatening their 
lives.” He said evidence pointing to 
smcking as a cause of lung cancer was 
“overwhelming.” He conceded that he 
smokes. “I am caught in the habit. I 
know it increases my chances of dy- 
ing.” 


LUTC Holds Regionals 


Life Underwriters Training Council 
is holding 22 regional meetings 
through Oct. 14 for LUTC instructors. 
A new lesson plan technique of train- 
ing is being introduced. The method 
provides instructors with plans for 
each class session. 











Incorporate American Federal Life 


American Federal Life Insurance 
Co., Charlotte, has received a certifi- 
cate of incorporation from North Car- 
olina to sell life and A&H. Wholly 
owned by Home Finance Group, Inc, 
the new company, when licensed, 
specialize in credit life. It has $200, 
paid-in capital and $200,000 paid-in 
surplus. 
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Variable Annuity Topic 
of Mutual Funds Meeting 


(CONTINUED FROM PAGE 9) 

of payments will depend upon com- 
mon stock prices, these figures point 
out the necessity that the public have 
all the safeguards and information in 
purchasing variable annuities that they 
now enjoy in purchasing common stock 
interests in other forms,” Mr. Sheldon 
said. “I don’t want to leave any im- 

sion with you that this protection 
js necessary because insurance compa- 
nies may be dishonest, any more than 
[would say that the protection is need- 
edin the other.” 

The fact that one company—Vari- 
able Annuity Life of Washington, D.C. 
—has already been licensed was ob- 
yiously a source of considerable con- 
cern to the mutual fund people. The 
opinion was expressed by some, how- 
ever, that there are only a few juris- 
dictions in which it would be possible 
to get a variable annuity company 
licensed without special enabling legis- 
lation. 

One of the first questions asked was 
what the mutual fund industry is do- 
ing to protect itself against the variable 
annuity. A panel member, William 
Shelley of Vance Sanders & Co., Bos- 
ton, replied that “We have been fight- 
ing a delaying action,” mostly with 
the cooperation of some of the leading 
life insurance companies, and that thus 
far the delaying actions have been 
successful in preventing enactment of 
any variable annuity legislation. 

A question about the proposed legis- 
lation in New Jersey, that Prudential 
is seeking, brought an answer from 
Hugh W. Long, whose firm manages 
several mutual funds in Elizabeth, N.J. 
He said the state insurance depart- 
ment had already approved the bills 
before the securities people got into 
the fight. His committee has tried to 
persuade the department that the bill 
was loosely drawn and lacked neces- 
sary safeguards but that the depart- 
ment has thus far not withdrawn its 
recommendation for passage of the 
bills. 

Mr. Long criticized the variable an- 
nuity on the ground that it would be 
accorded what he called the “very fa- 
vorable” federal income tax rate levied 
against life companies. He said the mu- 
tual funds would welcome competition 
if it were under the same ground rules 
but that “we’d fear advertising of the 
kind that life companies can do now.” 

The grim concern over variable an- 
nuity competition was briefly changed 
to laughter when somebody proposed 
that all securities salesmen put $10 
each into a pot and “start our own mu- 
tual insurance company.” 


Los Angeles C. of C. Fetes 


Insurance Industry 


More than 300 representatives of in- 
surance companies in the Wilshire 
boulevard area were guests at a lunch- 
eon given by the Wilshire Chamber 
of Commerce. The luncheon was one of 
aseries given by the chamber for vari- 
ous businesses in the area. Walter 
Wanger of United Artists paid tribute 
to the industry in his talk at the 
meeting. 


U. S. Life Installs 
IBM 650 in Home Office 


U. S. Life has installed an Inter- 
national Business Machines Corp. type 
in its home office. It is the first type 

to be installed in New York city’s 
downtown financial district. 

@ company will use the machine 
to calculate cash values, premiums 
and other values from basic actuarial 


formulas. Completion time of calcula- Car] Mitcheltree, Pres, 


650 electronic data processing machine gms 


tions is a fraction of the time required 
by older methods. 

Plans include a complete new ac- 
counting for premiums, dividends and 
machine, the first of its kind installed 
by a life company. Billing and ac- 
counting for premiums, dividends and 
loans will be prepared automatically. 
Commissions to agencies and state- 
ment data will be calculated more 
rapidly than at present. 

By using the type 650 to perform 
office work and to solve compiex ac- 
tuarial problems, President Raymond 
Belknap expects U. S. Life to realize 
fully all inherent economies of elec- 
tronic data processing. 
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Continental American 
Leading Agents Convene 


Continental American Life was host 
to its leading agents at the annual 
meeting of the President’s Club at 
Lake Placid, N. Y. President Claude 
L. Benner, who opened the sessions, 
set a goal of double membership for 
the next meeting. He gave a progress 
report. 

Vice-president Max S. Bell, mod- 
erator for business sessions, outlined 
future plans and emphasized the part 
to be played by the field force. G. Nor- 
man Widmark, a tax lawyer of New- 
ark, N. J., spoke on tax approaches to 
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life insurance selling. 

Mr. Benner, at tne final banquet, of 
the three-day meeting, lauded Clyde 
H. Smoll, Norristown, leading agent. 
and Peter F. Daly Jr., Newark, lead- 
ing general agent. They led their divi- 
sions in club credits for the 18-month 
sualifying period. 


Huber Forum Nov. 23 


Solomon Huber, general agent of 
Mutual Benefit Life in New York city, 
w.ll hold an estate planners forum 
Nov. 23 at the Plaza hotel in New 
York. Attendance is by invitaticn and 
is limited to lawyers, accountants and 
trust men. 
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TOP-COMMISSION on 15 leading contracts. MONEY-MAKING SALES PACKAGES. New! PACKAGED TRAINING PLANS. New! Amaz- 
Long term vested renewals. Cash bonus Colorful! Dynamic! Plus a new, easy-to- ingly simple! Easy to use! A quick 
and extra renewals to your agents for use Brain-Book and Brain-Kit. Your money-maker for new or old agents! 
recommending new agents. agents can't miss! 


Agency Building 
Opportunities in: 
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Arizona, California, Delaware, Florid3 
Illinois, Indiana, | 


lowa, Kansas. Ken. 
Maryland, Michigan, New 
Jersey, North Carolina, 
Sylvania, Texas. Virginia, Was 
D. C., and West Virginia 
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LAA Fosters Visual Presentations 


The recent annual convention of Life 
Insurance Advertisers Assn. was no- 
table for the extensive use that speak- 
ers made of visual aids, particularly 
projected slides. This increased use of 
illustrations is especially noticeable to 
anyone who has attended the LAA 
meetings over the years. 

This use of pictorial material is en- 
couraging, for the life insurance bus- 
iness has long been and still is de- 
ficient in the use of visual material 
in its merchandising. Many life com- 
panies have developed some fine ma- 
terial. Some have even gone so far as 
to develop sets of integrated pictorial 
presentations for different policies, 
such as mortgage retirement, family 
income, retirement endowment, and 
the like. This is in decided contrast 
to what prevailed a generation ago, 
when the presentation probably con- 
sisted of nothing more than a sheet 
with figures showing the premiums 
and the 20-year net cost. 

The LAA’s emphasis on the use of 


pictorial material helps to show how 
far the life insurance business has gone 
in developing this sort of material and 
how far companies that have not 
achieved this level need to go if they 
are to keep pace with the competition. 
In spite of the well-known efficacy 
of pictures in selling, life insurance 
has not lent itself particularly well to 
the illustrated treatment. Automobile 
manufacturers, for example, have for 
years been putting out elaborate sales 
aids in full color showing not only the 
complete car in all its glory but de- 
tails of construction and mechanical 
features, many of which are obviously 
easier to explain through pictures 
than through spoken or printed words. 

In short, many products lend them- 
selves rather naturally and obviously 
to visual sales treatment but it takes 
real ingenuity and resourcefulness to 
use this medium for life insurance. 
Nevertheless, it is highly effective 
when done right so it is a real sign of 
progress that more of it is being done. 


Orphan Policyholders Need Follow-Up 


One of the most frequently encoun- 
tered evidences of inefficiency and 
wasted effort is the policyholder who 
is neglected and perhaps lost to some 
other conapany through absence of sys- 
tematic follow-up from time to time. 
Many agents find that the prospect to 
whom they sell has insurance in force 
written by some other agent, probably 
in another company, but who has never 
been called upon by the original agent 
or anyone else from that company 
since the policy was written. 

This type of situation was touched 
on by George P. Shoemaker. New York 
city general agent of Provident Mu- 
tual, in his talk at the recent annual 
meeting of Life Insurance Advertisers 
Assn. and it is something that calls for 
action, because neglect of it is as cost- 
ly and inexcusable as neglecting the 
greasing of one’s automobile. 

So-called orphan policyholders are 
usually assigned to new agents for 
service and possible sales. However, 
all too seldom does the general agent 
follow up to make sure that this agent 
is offering the right kind of service 
and is making the most of any chances 
for sales. 

The original sale involved the job 
of convincing the prospect that he 
should buy a particular policy from a 
particular company represented by the 
agent selling him. If the agent did even 


a reasonably good job there is every 
cause to believe that if the policyhold- 
er were to buy again in the future. he 
would like to do business with the 
same company and the same agent. Be- 
cause of the turnover rate in the field 
forces, there is fairly large chance that 
the agent will no longer be around 
to handle the next sale but at least 
the company should avail itself of the 
good-will that was built up in the or- 
iginal sale. This can only be done by 
proper follow-up work, if not by the 
original agent then by a successor. 
This problem of failure to keep track 
of orphan policyholders is part of the 
larger problem of seeing that all who 
could reasonably be regarded as pros- 
pects for life insurance are called upon 
by life agents from time to time. There 
is a serious need for some joint ar- 
rangement among companies or among 
managers and general agents in their 
respective localities to see that every- 
body is solicited. As things are now, 
the obvious prospects, like the newly 
married or those who have just had ad- 
ditions to their families, are showered 
with calls, whereas many others are 
not called upon by an agent from one 
year’s end to the next. Failure to as- 


sume this responsibility is in con- 
siderable measure responsible for the 
greatly underinsured status of the 


American public today. 


PERSONALS 


Cornelius W. Bramlett, general agent 
for Kansas City Life, won the Demo- 
cratic mayoralty primary at Marietta, 
Ga., which in effect assures him of 
victory in the regular election. This 
was Mr. Bramlett’s first political cam- 
paign, and his victory was termed one 
of the biggest upsets in Marietta poli- 
tics. He defeated a four-term incum- 
bent. 


J. L. Lawrence, general agent for 
Lincoln National Life at San Antonio 
and agency supervisor for Texas, has 
been elected to the board of Boys’ 
Homes of America. 


William N. Seery, vice-president of 
Travelers, is vice-chairman of the in- 
surance officials section of the 1955 
Greater Hartford Community Chest. 


Harry B. Hersey, former Illinois in- 
surance director, will sit as chief jus- 
tice of the Illinois supreme court dur- 
ing the session which started Sept. 12. 
The position rotates annually among 
justices of the court. Mr. Hersey was 
elected to the court in 1951. 


Edward W. McPherson, assistant 
vice-president of New York Life, has 
been appointed a committee member of 
the employe division of the insurance 
business for the 1956 campaign of 
greater New York fund. 


Leonard W. Ferguson, research as- 
sociate of LIAMA, has been elected 
president of the industrial division of 
American Psychological Assn. S. Rains 
Wallace Jr., director of research of 
LIAMA, has been named a representa- 
tive of APA council from 1955 to 1958. 
Brent N. Baxter, director of agencies 
research of Prudential, has been ap- 
pointed member-at-large on the execu- 
tive committee for the same period. 


Miss Mary R. Taylor, agency rela- 
tions director of Jefferson Standard 
Life, has been made an honorary mem- 
ber of Greensboro Altrusa Club, in- 
ternational organization of business 
and professional women. 


DEATHS 


MRS. GUILFORD DUDLEY SR., 
mother of Guilford Dudley Jr., presi- 
dent of Life & Casualty of Tennessee, 
died unexpectedly of a coronary oc- 
clusion. Her husband, who died in 1945, 
was one of the five founders of the 
company. Her home was in Nashville. 


R. RAYMOND PFAU, 63, Capitol 
Life agent at Seattle, died in a nursing 
home following a long illness. He went 
to Seattle from Wenatchee in 1938. 


WILLIAM WARREN SPICKARD, 95, 
died at Seattle. He was with Equitable 
of Iowa before he retired in 1935. 

RUDOLPH H. BRAND, who was as- 


sociated with C. E. Becker and co- 
founder with him of Great American 
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Life of San Antonio and executive 
vice-president of the company before 
its merger with Franklin Life, dieg 
at his home in San Antonio. He hag 
retired in 1940. 

WALTER H. BROCKHAVEN, 55, 
director and vice-president in charge 
of sales of Alfred M. Best Co. and vice. 
president and board member of Flit. 
craft, Inc., New York City insurance 
publishing firms, died unexpectedly in 
a Brooklyn, N. Y., hospital of a heart 
attack after a surgical operation. He 
had been with Best 30 years. 

WILLIAM T. SPARENBERG, 68, 
with Prudential for 35 years before 
his retirement in 1950, died after suf. 
fering a stroke at his residence in St, 
Charles, Mo. He joined Prudential in 
1950 as an agent, later advancing to 
superintendent at St. Charles, holding 
that position for 12 years. He was 
president and co-founder of St. 
Charles Savings & Loan Assn. 








Illinois Judge Rules 
Lendors Can Require 
Credit Life Insurance 


Small loan companies may require 
credit life on their borrowers in IIlin- 
ois, according to a ruling of Circuit 
Judge Crowe at Springfield. Judge 
Crowe, whose formal decision will be 
written later, overrode a ruling of the 
Illinois department against such a re. 
quirement. Another department ruling 
that- no small loan licensee can solicit 
such insurance was not disturbed by 
Judge Crowe’s decision. 

Nationwide attention was focused on 
the case, pending for more than four 
years. Beneficial Management Corp. 
appeared in favor of the insurance and 
Household Finance Corp. opposed it. 
The department’s regulation had been 
challenged, by G. H. Sunderland 
Newton, operator of a finance firm. 





Distribution of Life 
Sales by Plan Stays 
Unchanged Ist Quarter 


Distribution of life sales by policy 
plan in the first quarter was practi- 
cally identical with that shown in the 
last quarter of 1954, when the first 
of a series of quarterly buyer sur- 
veys of LIAMA was made, according 
to Institute of Life Insurance. 

The second quarterly survey, cover- 
ing the first three months of this year, 
showed 30% of ordinary life bought 
by adults was under combination plans 
of temporary and permanent insur- 
ance, in large part family income 
plans. These types of policies led all 
others in amount of life bought on the 
lives of adults. 

In a new analysis combining the 
results of both surveys in connecticn 
with employed male adults, it was 
found that 26% of the policies they 
bought and 34% of the amount of in- 
surance was under these combination 
policies. There were wide variations, 
however, by different age groups. 

The greatest proportion of the com- 
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Tel. Liberty 2-1402. Roy H. Lang. New Eng- 
land Manager. 
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pination policy buying by these male 
adults was in age groups between 25 
and 40, the peak being at ages 30-34, 
when the combination policies account- 
ed for 35% of all ordinary policies 
pought by this age group. At the 
youngest and oldest ages, the com- 
pination policy purchases dropped to 
not much over 6% of aggregate pur- 
chases. 

At ages 50 and over, straight life 
and limited payment life accounted 
for over 58% of the purchases and at 
ages 15-19, endowment policies led, 
accounting for nearly 38%. 


John Hancock Agency 
Leaders See Finance 


Meeting at Annual 

A special demonstration of a typi- 
cal finance committee meeting to ac- 
quaint agents with the organization 
and operation of the home office was 
given at the annual general agency 
leaders’ meeting of John Hancock at 
the home office. 

Taking part in the demonstration 
were Paul F. Clark, president, Byron 
K. Elliott, executive vice-president, six 
directors, and 12 finance executives. 
Clyde F. Gay, vice-president, was 
chairman and reviewed the finance 
operations of the company. 

Speakers at the convention were 
George A. Hopkins of Baltimore, J. 
Beryl] Kemp of Nashville, Paul R. 
Weaver of Peoria ,William H. Sch- 
neidewind Jr. of Newark, Clifford 
Hall of Kansas City, Albert E. Ware 
of Detroit, Starkey Duncan of Nash- 
ville, Harvey G. Kemp of Oklahoma 
City, Arthur C. Jones of Rochester, 
N.Y., John W. Jones of Chicago and 
Richard F. Jones of Detroit. Frank T. 
Bobst of Boston was chairman of a 
seminar on estates and trusts, and 
Philip H. Peters, 2nd vice-president, 
conducted a session on the 10-24 group 
plans. 

Willis E. Davis of Louisville was the 
leading general agency representative 
of the company in both total volume 
and total ordinary volume. This is the 
seventh consecutive year he has led all 
agents in ordinary. John D. Howell of 
New York City led in ordinary prem- 
iums and Morton Y. Bullock of Balti- 
more sold policies to a greater number 
of individuals than any other agent. 


Mutual Benefit Life 
Holds Special Workshop 


Mutual Benefit Life held a property 
planning workshop at Syracuse, N. Y. 
where 14 agents discussed estate and 
business insurance problems and em- 
ploye benefit plans. George B. Gordon, 
director of advanced underwriting 
services, and James C. Wriggins, as- 
sistant counsel, were in charge. 








Pru Names Kalteissen 


Director of Agencies 


Prudential has named William K. 
Kalteissen director of agencies. He 
has been manager at Trenton. He join- 
ed the company in 1940 and has had 
sales and supervisory posts in New 
York, Newark and New Brunswick be- 
fore going to Trenton when that office 
was opened in 1952. 





Chartered in Tennessee 


Life Insurance Co. of Tennessee has 
received a charter and has applied to 
the insurance department for a license 
to sell life and A&H. President is for- 
mer Gov. James N. McCord, now state 
commissioner of conservation. The 
charter calls for 100,000 shares of com- 
mon stock at $5 a share. Mr. McCord, 
who said he will keep his state job, said 
an experienced executive vice-presi- 
dent will be employed. 


Robert J. Maclellan 
Marks 50 Years with 
Provident L. and A. 


Robert J. Maclellan, chairman of 
Provident Life & Accident, was hon- 
ored on his 50th anniversary with the 
organization at a company ceremony 
in a Chattanooga theater. He is the 
first to observe a 50th anniversary 
with the company. 

Highlight of the ceremony was the 
unveiling of a bronze bust of Mr. Mac- 
lellan done by Miss Belle Kinney, 
New York sculptress. The chairman’s 
daughter, Mrs. Walter Hoyle, unveiled 
the bust. Sam E. Miles, vice-president 
and secretary, made the dedicatory 
remarks. 

L.N. Webb, executive vice-president, 
reviewed Mr. Maclellan’s career and 
presented roses to Mrs. Maclellan and 
who served as company secretary in- 
the early years. 

Mr. Maclellan received his 50-year 
anniversary pin from his son Rob- 
ert L. Maclellan ,a 50-year scroll 
from another son, H.O. Maclellan, vice- 
president and treasurer, and from 
Vice-president Ray R. Murphy the re- 
sults of the 50-day production cam- 
paign in the chairman’s honor. More 
than 35,000 cards that had been at- 
tached to applications written during 
the drive were unveiled at the pre- 
sentation of a large leather volume 
containing the names of participating 
agents. 

Vice-president M. C. Nichols pre- 
sented Mr. Maclellan a silver epergne 
on behalf of the home office staff. Vice 











Robert J. Maclellan, chairman of 
Provident Life & Accident, is shown 
with the bronze bust of himself that 
was unveild at a ceremony marking 
his 50th anniversary with the company. 
The bust, done by Miss Belle Kinney, 
New York sculptress, was unveild by 
Mr. Maclellan’s daughter, Mrs. Walter 
Hoyle. In the audience were 700, in- 
cluding board members, officers, the 
entire home office staff and members 
of local agency organizations. 








president James E. Powell presented 
him a brochure, Fifty Years of Leader- 
ship, including a color portrait of the 
chairman. Copies are being distributed 
to members of the board and employes. 

Mr. Maclellan was elected president 
in 1916 after the death of his father. 
He organized a railroad department 
in 1916 and organized the company’s 
entrance into the life field the follow- 
ing year. Prior to 1917 the company 
specialized in group and_ individual 
A&s. 








Pa. House Passes Transfer Bill 

Pennsylvania house has passed and 
sent to the governor a bill to remove 
the 5% a year limitation on transfer 
of mortuary funds for general expenses 
of Pennsylvania fraternal benefit so- 
cieties which have admitted assets in 
excess of their liabilities. The bill ear- 
lier passed the senate. 


This is the seventh of a series of advertisemenss 
about Kansas City—and Kansas City Life. 


It’s Royal Week in Kansas City 


It’s “Royal Week” in the Heart of America! It’s the week when Kansas 
City pays tribute to the great livestock industry with the most colorful 
and traditional livestock exposition of ’em all—the American Royall! 


Community leaders become cowboys for a week. The emblem of the 
famous Saddle and Sirloin Club is everywhere—and its members extend 
the friendly greeting that is typical of a growing area’s progressive spirit. 
* * * * * 

Visitors to Kansas City during Royal Week find something “special” 
here—something fine—a special brand of friendliness. 

And the spirit of this friendly cosmopolitan city is reflected by the more 
than 2,000 men and women who represent Kansas City Life Insurance 
Company in 39 states and the District of Columbia. It has won them 
the respect of their neighbors and success in business as insurance 
counselors. 


A 
S 
KANSAS CITY LIFE INSURANCE CO. 2 
Broadway at Armour, Kansas City, Missoourt 4 
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A. A. L. Representatives 
Enjoy Personal Security 


The personal security program includes: 


¢ A business expense bonus and advances—especially helpful 


Home Office: 


Group hospital, surgical, accident and sickness coverage. 
An agents’ retirement plan with certain disability provisions 
and life insurance benefits. 

A liberal commission paid on first, second, third, and fourth 
year premium payments. 

A generous persistency fee based on certificates in force for 
the fifth and subsequent certificate years. 


to new representatives. 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 


Appleton, Wisconsin 
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A&H life insurance in force exceeds 
Group 
rranchise | $800,000,000.00 
Hospitalization 
Brokerage 
PLUS: One of the most advanced agents 
Reinsurance “cs " , 
training programs in the nation .. . 
iain Supervised offices . . . Trained Group 


men to assist agents . . . An alert 
Underwriting and home office staff .. . 


Top commissions. 


REPUBLIC NATIONAL LIFE 


Theo. P. Beasley, President 


INSURANCE COMPANY 


Home Office, Dallas 
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Via D 
Building for 
wil = SECURITY 


In ship design. it is a balance of speed. 
performance and sea-worthiness. 


In life insurance, it is a balance of new 
ideas. progress and sound principles. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA «© PENNSYLVANIA 





Calls GI Benefits Bill 
Anathema if Unchanged 


Chairman Louis J. Grayson of the 
National Assn. of Life Underwriters 
committee on affairs of veterans and 
servicemen has written to correct an 
impression given by an item in the 
Sept. 2 issue of THE NATIONAL UNDER- 
WRITER summarizing the report given 
by Mr. Grayson’s ccmmittee at the 
recent NALU annual meeting. He 
writes: 

“I have already received one indig- 
nant letter concerning the rather len- 
gthy statement ‘the committee feels 
that this is a generally desirable piece 
of legislation...’ That statement is 
technically correct, but nevertheless we 
strenuously object to the bill because 
of its high level of benefits. This high 
level of benefits makes the entire bill 
as anathema.” 

Mr. Grayson, an agent of Travelers 
in Washington, D. C., is a trustee of 
NALU. 


Zell Products Embarks 


on New Sales Campaign 


NEW YORK—Zell Products, Inc., 
manufacturer of Calemeter calendar 
coin banks, registering coin banks, 
policy wallets, and similar insurance 
sales aids, has embarked on a new 
merchandising program. 

A leading maker of institutional 
thrift builders, Zell pioneered the ac- 
ceptance of coin banks as an effective 
yet dignified insurance selling tool. Its 
products have achieved wide distrib- 
ution among insurance companies and 
leading producers. 

The campaign is under the direction 
of David Schneider, who was for many 
years advertising manager of Zell 
Products. He is now a principal in the 
Schneider-Stogel Co., New York City 
advertising agency. 








30 Conn. Mutual Agents 
Attend Career School 


Thirty leading new agents of Conn- 
ecticut Mutual Life took part in 
the 54th career school Sept. 12-23 at 
the home office. 

The course emphasized the profes- 
sional role of the agent and covered 
marketing techniques relating to per- 
sonal, business and employe life in- 
surance, pension plans and insurance 
for tax purposes. 

Staff members include Horace R. 
Smith, superintendent of agencies; 
Robert B. Proctor, assistant superin- 
tendent of agencies; James L. Russell, 
assistant agency secretary; Frederick 
R. Breidenbach and Amory Oliver, 
agencies assistants. 





Life Policy Benefits 
Increase $228,211,000 


American families received $3,102,- 
482,000 in life policy benefits during 
the first seven months, increase $228,- 
211,000, according to Institute of Life 
Insurance. July benefits totaled $398,- 
481,000, up $11,690,000. Benefits paid 
out covered death, matured endow- 
ments, disability, annuity payments, 
surrender values and policy dividends. 





Pan-American Increases 


Coverage for Servicemen 


Pan-American Life has.increased the 
coverages for servicemen without war 
restrictions and liberalized the under- 
writing of aviation risks. The company 
believes the fear of international con- 
flict has lessened throughout the world. 

The company will issue a maximum 
of $50,000 to commissioned and non- 
commissoined officers in certain age 
groups. Higher ranking officers, age 
45 or older with administrative duties 
only and presumably permanently 
assigned to non-combat units, may be 
considered for larger amounts of un- 
restricted coverage. The amount of- 





an 

Two officers of American Society 
of CLUs snapped as they eat together 
at the CLU breakfast in St. Louis, Aj 
the annual meeting of the Society, fo}. 
lowing this breakfast, Fitzhugh Tray. 
lor, manager for Equitable Society in 
Indianapolis (shown at left), was 
elected vice-president of the Society, 
Frederick W. Floyd (right) was re. 
elected treasurer. Mr. Floyd is man- 
ager in Philadelphia for the Life of 
Virginia and is Mayor of Gloucester 
City, N. J. 








fered to reservists, ROTC students and 
those of draft age also has been in- 
creased. 

The amount granted to military 
pilots also has been raised in certain 
age brackets. Private and_ student 
pilots will be considered for normal 
limits. Waiver of premium disability 
and double indemnity will be granted 
at standard rates. 





New Texas Law on Forming 


Companies Poses Problems 


AUSTIN—A legal poser designed to 
find out just when is “now” in one of 
the provisions in the new Texas law 
on organization of life companies is 
before the attorney general’s depart- 
ment, as the result of an inquiry from 
Chairman Smith of the board of com- 
missioners. 

Three dates are involved in the in- 
quiry, and on the decision hangs the 
fate of six limited capital stock com- 
panies. The law, which was passed by 
the legislature May 5, wiped out the 
old statute permitting organization of 
life companies with $25,000 capital but 
provided that no such company “now 
operating” shall be required to meet 
the new $200,000 capital and surplus 
minimum. : 

Moreover, the new law has a pro- 
vision that life companies doing busi- 
ness on May 15 shall not be required 
to meet the new requirements. On 
top of that the law did not take effect 
until Sept. 6 as the measure did not 
get two-thirds recorded majority votes 
in both houses of the Legislature. The 
six companies concerned were organ- 
ized after May 15, and it is the de- 
partment’s opinion that they must in- 
crease their financial set-up to the 
new figures. 

There is a policy face value limita- 
tion under the new laws for previous- 
ly existing companies which do not 
meet the higher financial require- 
ments. 


Met Policyholders’ Life 
Expectancy Reaches 69.8 


Life expectancy among American 
wage earners and their families has 
reached an all-time high of 69.8 years 
at birth for Metropolitan Life indus- 
trial policyholders, based on 1954 mor- 
tality conditions. It is nearly a full 
vear’s gain over 1953. 

Since 1944, the rise in life expectan- 
cy among the company’s insured has 
amounted to 4.2 years at age five, 
3.5 years at age 25, and 2.6 years at 
age 45. Although only 1.8 years have 
been added during the decade to aver- 
age lifetime remaining at age 65, those 
at this age now have a life expectancy 
of 14.1 years. It appears likely the 
average length of life in the wage 
earner group will pass the 70-year 
mark in a year or two, according to 
the company. 
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Need Public Relations 

to Ease A&H Situation 
(CONTINUED FROM PAGE 3) 

complaints and dissatisfied claimants 

to the irreducible minimum. 

National Assn. of Insurance Com- 
missioners has been receiving a de- 
tailed report of complaints from a 
number of insurance departments. 
These show consistently that one of 
the largest categories of complaints is 
based upon mere delay. This is one 
area in which complaints can be al- 
most entirely eliminated. The claimant 
sees no reason why he should not be 
paid immediately upon filing his 
proofs and the claim service should be 
so organized that claims are processed 
promptly and in cases where delay is 
necessary for investigation or other 
causes, the claimant should be so in- 
formed to avoid any anxiety on his 
part. If the delay is due to some fail- 
ure on the part of the claimant, this 
should be carefully explained to re- 
move any resentment he may have 
against the company. Prompt claim 
settlements are a great builder of pub- 
lic confidence. 

Rejected claims are probably the 
greatest source of complaints. Every 
good claim man has a sort of sixth 
sense which tells him when a claim is 
questionable. This, Mr. Pauley said, is 
not enough on which to base a rejec- 
tion. The claimant should be given the 
benefit of every reasonable doubt. A 
rejection should be based on facts 
which can be proved by available 
evidence. It is the duty of the claim 
department to get the facts, and the 
evidence to back them, before reject- 
ing a claim. This should be especially 
true when rejection is based on mis- 
representation or pre-existing condi- 
tions—the source of many complaints. 

There has been much publicity late- 
ly with regard to policy provisions 
permitting cancellation and the right 
to refuse renewal, especially if these 
rights are exercised after payment of 
a claim and because of some condition 
discovered in the processing of the 
claim. This frequently leads to a de- 
mand that all policies be made non- 
cancellable and guaranteed renewable. 
This would, of course, solve that prob- 
lem, he said, but since all noncancella- 
ble premiums in 1954 amounted to only 
$100 million, or about the total pre- 
miums in 1921, it is evident that this 
solution is many years in the future, 
if ever. 

Since the greater part of outstand- 
ing policies can be terminated at 
the option of the insurer, it must be 
assumed that there will be occasions 
in which the use of this option will be 
justified, Mr. Pauley said. It should 
be used with exceeding care, and 
when, after thorough study of the in- 
dividual case, no other solution is 
available, Agents may say this is a 
problem for the underwriting depart- 
ment, but the agent is in the best po- 
sition to evaluate the case and to sug- 
gest means of avoiding drastic action, 
such as waivers, increased premium, 
lecreased benefits, or the issuance of 
« different policy form. Whatever 
action is taken should be communi- 
cated to insured in such a way as to 
cause the least possible dissatisfaction. 
A personal interview, if it is possible. 
is the best way, but if this is not 
feasible, a personal letter setting forth 
as fully and persuasively as possible, 
the company’s reason for its action. A 
form letter or cancellation form should 
never be used. 

Complaints frequently are based on 
exceptions, restrictions, or inadequate 
coverage in policies. Such provisions 
should not be construed technically 


and. only used when they are clearly 
applicable. The claims man can render 
a real service by reminding manage- 
ment*that the present tendency is to 
use only a few such exceptions or re- 
strictions. 

Mr. Pauley said he did not think 
any claims should be rejected; there 
are and always will be claims that are 
not valid. When such a claim appears 
and. the claims man has marshalled 
all the necessary evidence, then the 
real test of his ability begins. He must 
convince the claimant that the rejec- 
tion of his claim is justified and thus 


avoid another center of unfavorable 
publicity. This will require all his pa- 
tience, his ingenuity, and his tact, but 
in many cases his effort will be well 
rewarded, he said. 

He recommended the use of the 
simple, but adequate claim forms which 
are acceptable to the doctors and hos- 
pitals, but which are not used by 
many companies, He suggested that 
perhaps some disciplinary action will 
have to be considered to compel their 
use. The universal use of these forms 
would be an important contribution to 
public relations, he said. 


We rewrote the book to give 


Northwestern Sets Record 


MILWAUKEE—A 21% increase in 
August life insurance sales enabled 
Northwestern Mutual Life to ring up 
the highest eight-month sales total in 
its 98-year history. 

Sales for 1955 totaled $389 million 
up until Sept. 1, representing an in- 
crease of $31 million or 9% over the 
previous record last year. With over 
$50 million of insurance sold last 
month, the August, 1954, figure was 
exceeded by over $844 million. Leading 
for the third consecutive month was 
C. R. Eckert agency of Detroit. 


you this one! 





GROUP 
SPECTAL 


...a new, easy-to-sell, easy-to-handle 
offer of insurance, on a group basis, 
to the company with 10 to 24 employees. 


Wide selection of plans available . 


— ae 


hospital- 


surgical-medical, accident and sickness PLUS special 
accident protection. 


For full details and sales helps, call your nearest 
Connecticut General Office. Or write 
Connecticut General Life Insurance Company, Hartford. 


Connecticut General 
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Myers Stresses P. R. Role 


(CONTINUED 


of Top Management 


FROM PAGE 1) 





ment in a company shares in good pub- 
lic relations; and the public relations 
department has a special responsibility. 
But you in top management are pri- 
marily responsible for seeing to-it that 
everyone understands this. And you 
are primarily responsible for determin- 
ing how helpful the public relations 
office can be to you. 

“2. Make sure that the public re- 
lations point of view is adequately 
considered in reaching important pol- 





borrower 





icy decisions. Here the viewpoint of 
the public relations office can be help- 
ful—particularly before decisions are 
made, not after. 

“3. See to it that your public rela- 
tions program has a quality staff. En- 
courage them to make suggestions and 
recommendations—to show initiative. 
Set your sights high and expect them 
to do so, too. 

“4. Keep the public relations office 
informed of what is going on. Bring its 


Wild pitches are not 
intentional, nor are fail- 
ures to meet payments on mortgage 


loans. But they happen, and backstops are 
necessary in both cases. 

The best financial backstop for banker and 
borrower alike is Old Republic’s Critical Peri- 
od Plan covering payments during periods of 
disability and during the 12 months after 
death. Old Republic has served banker and 


alike for decades. 


A letter, wire or phone call will bring the 
man from Old Republic to your desk with full 
information. 






SPECIALIZED INSURANCE SERVICE SAFEGUARDING CONSUMER CREDIT 


CREDIT 
J 
307 N. Michigan Avenue, Chicago I], IIlinois 





LIFE INSURANCE COMPANY 


omes H. Jarrell, President 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
| Indianapolis - Omaha 




















GA. VA.-N.Y. 


BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 


Management Consultants 


RICHMOND ATLANTA NEW YORK 





ILLINOIS 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 





MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 


























NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 























Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


Herry S. Tressel, M.A.1.A. W. P. Kelly 
M. A Iwood 





olfman, F.S.A. 5 
M. A. Moscovitch, A.S.A. M. Kazakoff 
D. Sneed L. Miler 








OKLAHOMA 


| wed. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 
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CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, IIL 














FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 


E. P. Higgins 
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representatives into over-all company 
studies, both because of what they can 
contribute and what they can learn. 
Send them out into the field from time 
to time. Give them real opportunity to 
know and to grow. 

“5, Encourage all departments with- 
in the company to utilize the services 
of the public relations office. Just as 
that office can be helpful to top man- 
agement because of its viewpoint and 
because of the technical skills it makes 
available in the field of communica- 
tion, so too can it be helpful to depart- 
ment heads within the company. But 
you cannot expect others to take full 
advantage of it if the president does 
not.” 

To the public relations people, Mr. 
Myers, speaking as a representative of 
top management, offered these sugges- 
tions: 

“1. Be good organization people. A 
successful organization is simply people 
working well together, and that is man- 
agement’s first concern. I remind you 
of this because public relations is some- 
thing of an art and to that extent I 
suppose you are artists. That makes 
you a little suspect. There is room in 
a company for creative individuals, and 
even for a modest amount of artistic 
temperment, but not for people who 
can’t get along with others, who can’t 
be good team players. The public rela- 
tions department especially, ought to 
be exemplary in this respect. 

“2. Don’t lose your objectivity. More 
than anything else perhaps, this is a 
characteristic of a good newspaper re- 
porter. And when he turns public re- 
lations man, he should retain that qual- 
ity. Don’t become imbued with a sales 
approach or a legal approach or any 
other single approach. Understand 
them, yes; but yours should he an over- 
all company approach. 

“3. Know your company. Study it. 

Take every opportunity to talk with 
others about their end of the business. 
Be aware of management’s problems. 
You are in an unusual position to be- 
come well inofrmed—take advantage 
of it. . 
“4. Seek opportunities to be of serv- 
ice to other departments. Bear in mind 
that many important people probably 
know surprisingly little about what 
you do, or what you can do for them. 
Of course, one way you can be brought 
into their operations is by executive 
decree. But, believe me, a very much 
better way is to watch for an oppor- 
tunity to do something for them and 
do it so well that you will be invited 
back. 

“5. Think beyond your present job. 
Public relations is a dynamic, grow- 
ing field. You should be thinking now 
about doing a bigger and a better job 
for management. And you should be 
preparing for it. I suggested that man- 
agement set its sights high—set yours 
high, too.” 

Stanley M. Richman, General Ameri- 
can Life, said his company had satis- 
factorily taken care of the problem 
ef keeping its clerical wage level com- 
petitive with other industries in the 
St. Louis area. The company asked 
the employes to vote whether they 
would rather keep on with. the 35-hour 
week or change to a 40-hour week and 
receive one-seventh more in salary. 
The employes voted for the increased 
hours and pay. 

Hal R. Marsh, Jefferson Standard, 
described a trial campaign in the 
southwest Texas area to determine the 
results of an intensive localized cam- 
paign. The theme of the drive was “Mr. 
4%,” emphasizing the company’s high 
interest earnings. Mr. Marsh pointed 
out that the campaign had the advan- 


————— 


tage of the cooperation of O. P. Schna. 
bel, San Antonio manager, who is high. 
ly promotion-minded. 

Ernest J. Wills, Equitable of Iowa 
described a series of booklets for Use 
by his company’s agents in making 
sales presentations. 

Messrs. Richman, Marsh and Wills 
illustrated their talks with slides. 

There was also presented visually 
by means of slides the talk of Alex 
F. Osborn of the Creative Education 
Foundation Inc. on “Ways to Be More 
Creative.” Douglas Johnson, Mutual 
Benefit Life, exhibited a slide film on 
the use of direct mail, designed for 
showing to companies’ field forces at 
agency meetings. 

Reports on the work of the sales pro- 
motion, public relations, and adver- 
tising committees were given by their 
respective chairmen, L. Russell Blanch- 
ard of Paul Revere Life, William W. 
Cary, Northwestern Mutual, and Rus- 
sel V. Vernet, Mutual of New York. 

e e a 

Robert M. MacGregor, Phoenix Mu- 
tual, chairman of the LAA exhibits 
committee, announced the names of the 
winners. They are reported elsewhere 
in this issue, as are the talks of Presi- 
dent Clarence J. Myers, president of 
New York Life, and George P. Shoe- 
maker, general agent of Provident Mu- 
tual in New York city. The talk of Su- 
perintendent Holz of the New York de- 
partment and the president’s report of 
A. H. Thiemann, 2nd vice-president of 
New York Life, were covered in last 
week’s issue. 

Pierre Martineau, director of re- 
search of the Chicago Tribune said that 
consumer surveys have shown that 
while the public is sold on the solven- 
cy and protective features of life in- 
surance it is not conscious of its value 
as an investment medium. He said 
he thought the companies had fallen 
down in selling this concept to the pub- 
lic. 

Another point that he mentioned was 
that in selling insurance on wives, it 
has been found that housewives resent 
the idea that their work can be re- 
placed by hired help and conseqeunt- 











ANS: A General Agency with 
a LIVE Company ... and a 
BIGGER SHARE of the 
Premiums under our 


DIRECT CONTRACT 





We have an exceptionally fine 
portfolio of standard and special 
life policies, plus surgical benefit 
and hospitalization coverages. 














DIRECT AGENCY openings in: Mary: 
land, Ohio, Indiana, lowa, Kentucky, 
Missouri, Mississippi, Arkansas and 
West Virginio. 





WRITE TO: 
J. DeWitt Mills 
Supt. of Agents 


utual Savings Life 


5701 Waterman St. Louis 12, Mo. 
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ly some other approach should be de- 
yeloped for getting a cooperative atti- 
tude among women toward insurance 
on their own lives. 

Other speakers included Edgar Mor- 
ton, director of agencies of North 
American Life of Toronto; Alex F. Os- 
born, vice-chairman of the Batten, 
Barton, Durstine & Osborn advertising 
agency of New York City; and Gardner 
Cowles, editor of Look magazine. 

Al B. Richardson, director of public 
relations of Life of Georgia, who was 
elected LAA president to succeed A. 
H. Thiemann, 2nd vice-president of 
New York Life, has been with Life of 
Georgia since 1946. He was a news- 
paper reporter, copy and wire editor, 
magazine editor and public relations 
consultant before joining the company. 
A member of LAA since 1947, he was 
Southern Round Table chairman in 


1950. 





National Union Appeals 


Ban on Advertisements 


National Union Life has appealed to 
Leon County circuit court at Talla- 
hassee to set aside an order by Florida 
Insurance Commissioner Larson to stop 
advertising that creates an impression 
it is a Florida company. 

The company, an Alabama corpora- 
tion, said in its petition that Commis- 
sioner Larson had no jurisdiction. 

The commissioner objected to Na- 
tional Union Life advertisements which 
described the company as ‘“Miami’s 
own life insurance company” and Flo- 
rida’s “fastest growing insurance com- 
pany.” 

The company contended that al- 
though it was chartered under Ala- 
bama laws its principal place of busi- 
ness is in Florida. 

Walter E. Rountree, general counsel 
for the commissioner, said he will file 
in 20 days an answer resisting the com- 
pany’s petition. 


Riebel to State Mutual 


State Mutual Life has opened its 
first agency in Oklahoma City and ap- 
pean pointed S. F. Rie- 

bel manager. 

Mr. Riebel has 
been general agent 
of Penn Mutual 
Life in Oklahoma 
City and formerly 
was with the com- 
in Fresno, 








new agency State 
Mutual Life has 
opened this year 
and brings total 
agencies to 70. 


S. F. Riebel 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Santa Monica Blivd., Beverly Hills, Calif. 








| MANAGEMENT 
CONSULTANTS 














O’TOOLE ASSOCIATES 

Management Consultants 

To Insurance Companies 
Established 1945 


P. O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 











Variable Annuity Proper 
Designation: D. C. Agents 


(CONTINUED FROM PAGE 1) 
have concluded that the term ‘variable 
annuity’ is the publicly accepted de- 
scriptive name for this type of variable 
income contract. 

“We are convinced that the superin- 
tendent of insurance has taken every 
precaution that could be reasonably 
expected under the code to prevent 
any misunderstanding on the part of 
the buying public with regard to the 
fact that this is not an annuity in the 
commonly accepted sense of the term 
but that it is variable as to amount of 
income it would produce. 

“Our association, in the interest of 
the public and our fellow members 
will continue to .watch with. interest 
developments in this new field.” 

Asked by THE NATIONAL UNDER- 
WRITER about Variable Annuity Life’s 
compliance with the D.C. association’s 
comment on the typographic style 
for the variable annuity contract, Su- 
perintendent Jordan said the compa- 
ny’s policy had been approved and that 
he felt it was so set up and clearly 
worded that there would be no reason- 
able cause for confusion or misunder- 
standing on anybody’s part. 

A feature of ‘the policy is that prom- 
inently printed in red ink is a state- 
ment to the effect that there is no 
guarantee as to payment of fixed dol- 
lar amounts. There is also language 
just above the applicant’s signature in- 
dicating he understands the benefits 
provided will be variable. 


Midwest Accountants 
Elect Fisk President 
at K. C. Conference 


Midwest Insurance Accounting & 
Statistical Assn. at its fall conference 
in Kansas City elected Charles F. Fisk 
of Kansas City F. & M. as president. He 
succeeds L. J. Hale of Kansas City 
Life who becomes chairman. The out- 
going chairman is Price Tribble of 
Universal Underwriters. 

Ernest E. McCandless of United 
Benefit Life and G. Alan McDougall 
of Employers’ Reinsurance were 
elected vice-presidents. T. D. Kennedy 
of Arthur Young & Co. is the new sec- 
retary. 

Latest developments in the field of 
business machines, equipment and 
paper forms were reviewed by repre- 
sentatives of the equipment compa- 
nies. At another session small items 
of procedure designed to save time 
and money were discussed by those in 
attendance. 

The life group and the fire and cas- 
ualty group held special seminars at 
which experts covered topics in their 
fields. A highlight was tours of the 
home offices of Kansas City Life, Busi- 
ness Men’s Assurance and Kansas City 
F. & M. 


Add Five Speakers to 


Midwest Management Cord 


Five speakers have been added to 
the program of the annual Midwest 
Management Conference scheduled for 
Oct. 20-22 at French Lick, Ind. They 
are Roe Walker, general agent of 
Northwestern Mutual at Cincinnati; 
W. E. North, manager of New York 
Life, Chicago; Paul Mills, Great-West 
Life manager at Columbus, O.; Oren 
Pritchard, Indianapolis manager of 
Union Central, and R. W. Osler, vice- 
president Rough Notes Co. 

Speakers previously announced were 
Coy Eklund, New York Life manager 
at Detroit; H. T. Dillon, National of 
Vermont general agent at Atlanta; H. 
Bruce Palmer, president of Mutual 





Benefit Life; Lawrence Leland, man- 
ager of agencies American United Life; 
Carr Purser, general agent Penn Mu- 
tual at New York City; Hal Nutt, di- 
rector of the Purdue course, and C. E. 
Gaines, executive associate director of 
the Southern Methodist University 
course. 


Program Set for Annual 
LOMA Meet Sept. 26-28 


The program has been completed 
for the annual conference of Life Of- 
fice Management Assn. Sept. 26-28 at 
Edgewater Beach hotel in Chicago. At 
the first general session, conducted by 
LOMA President Gerard L. Soelter, 
vice-president of Southwestern Life, 
Mr. Soelter will speak on “The LOMA 
—Past, Present and Future.’ 

Speeches and a panel are scheduled 
for the second morning general session. 
Cost, industrial and personnel sessions 
will be held simultaneously the third 
morning. A business meeting will be 
conducted at the first afternoon ses- 
sion. A large number of planning 
round tables on a variety of subjects 
will be held the second and third 
afternoons. Companies will exhibit 
office machines and equipment. 








Watne Named Treasurer 


Howard Watne, 
secretary of Postal 
Life, has been 
given the _  addi- 
tional title of 
treasurer. He join- 
ed the company in 
1938 as manager 
of the policyhold- 
ers service depart- 
ment and rose to 
assistant secretary 
and assistant of- 
fice manager and 
in January he was 


Howard Watne named secretary. 





Los Angeles life managers will hold 
their play-day outing Sept. 30 at San 
Gabriel Country Club. 


Great Southern 
Has New Premium 
Rates, Policy Plans 


Great Southern Life announced new 
premium rates and policy forms at the 
meeting of the Great Southern Club, 
honor field organization, at Mineral 
Wells, Tex. 

The minimum nonpar policy will be 
$2,500 except for certain juvenile poli- 
cies that can be issued in amounts of 
$1,000 and up. 

Several new plans were intro- 
duced. The new multimaster plan is a 
20 payment endowment at 85 with 
premium refund benefit during the 
first 20 years. At any time during the 
first 20 years the policy may be ex- 
changed for an ordinary life policy 
(without premium refund benefit) 
with cash paymnt to the policy owner 
equal to the difference in surrender 
values. 

The new educational endowment 
will mature at age 18 or may mature 
later for an increased amount by pay- 
ment of premiums for an additional 
period not to exced three years. At 
age 21 a $1,000 policy may be ex- 
changed either for paid-up life insur- 
ance or for a cash payment of $1,000 
and an ordinary life policy for $2,500 
at quite favorable premium rates. 

Other additions include an accident- 
al death and dismemberment rider and 
a 5 year term, renewable to age 65 and 
convertible to age 60. The participat- 
ing line has been increased by several 
plans which previously were issued on 
the nonpar basis only. 

The new rates reflect both increases 
and decreases from those previously in 
effect. In the main rates for $5,000 and 
$10,000 minimum plans have been 
lowered. 

Settlement options are based on 3% 
interest and life income options are 
calculated according to the progres- 
sive annuity table. 





48th Year of 


Friendly Dependable Service 





Peoples Life proudly salutes its 
Agency Force for Outstanding Suc- 
cess in presenting to the public 
Financial Independence and Life 
Time Security via Life Insurance 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Frankfort - 


Indiana 





GLOBE LIFE INSURANCE COMPANY 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES—Ages 0-60 


ALSO ACCIDENT, HEALTH, 
HOSPITALIZATION AND MEDICAL 
For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 
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WANT ADS 








Friday in Chicago office—175 W. 
make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Jackson Blvd. 


Individuals placing ads are requested to 


THE NATIONAL UNDERWRITER—LIFE EDITION 





U. S. Life Holds New 


Type Tax Conferences 


United States Life is holding a series 
of conferences on tax planning and 
sales development at the Barbizon 
Plaza hotel in New York City. More 
than 200 agents from the metropolitan 




















WANTED 


An aggressive Home Office Sales Manager by 
a Utah capital stock company specializing in 
life insurance. We prefer a man who has had 
experience in both the field and home office. 
Duties require ability to hire, train and super- 
vise agents, also to develop advertising and 
promotion work in the Home Office. Successful 
background with proven ability to recruit and 
train men necessary. When replying, give ful 
details as to background. Reply to Box 2460, 
Salt Lake City, Utah. 











AGENCY COMPTROLLER 


We have an exceptional opportunity in 
Agency finance with an established and 
growing company. Prefer man with both 
field and Home Office experience. Age 
under 45. Salary commensurate with qual- 
ifications. 


Please send photograph or snapshot and 
complete personal and business history to— 


Robert F. Rosenburg 

Assistant Vice President 

Berkshire Life Insurance Company 
Pittsfield, Mass. 





ACTUARIAL 
OPENING 


Unusual opportunity for Fellow or near 


Fellow between 26 and 35. Write 





for complete information. 


Phoenix Mutual Life Insurance Company 
Hartford, Connecticut 
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New York-New Jersey area will m 
twice a month until May under the 
direction of Saul Lesser, assistan 
counsel, and Jack Herlich, training qj. 
rector. Guest speakers, specialists jp 
tax planning and insurance selling 
will also participate. 

The company plans to hold cop. 
densed versions of the conferences jp 
other sections of the country. 





]. H. Rockwell Retires as Manage 

J. Hobart Rockwell has retired 4 
manager of Connecticut General Life 
at Rochester, N. Y., but will continyg 
to maintain an office in Rochester. He 
will be succeeded by his nephey, 
Hobart H. Rockwell. 


N. Y. Life Changes Sales Office 

New York Life has transferred its 
Pacific region brokerage sales head. 
quarters from Los Angeles to San 
Francisco where the region headquar. 
ters have been several years. Robert E, 
Dye is manager. 

















application letter. 


Ch’cago 4, Ill. 





SECURITY ANALYST 


A challenging opportunity for underwriting term loans in the Securities 
Department of a large New England life insurance company. 


Should have about 5 years of experience in selection of investments with 
commercial bank or insurance company. 


Graduate degree desirable but not essential. 
Include complete summary of experience and salary requirements with 


All replies will be held in strictest confidence. 
Write Box No. H-34, The National Underwriter Co., 175 W. Jackson Bivd., 
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ready under way! 


lead promotion. 


TO THE MAN WHO FEELS 
HE'S STANDING STILL... 


Get this clean, fresh, live start 
to permanent success in a 
general agency of your own! 


N E Ww! A brand-new, ground floor opportunity with 
an old, established company never before offering 
commercial coverages! 


N EW ! Strong vested contract offering high initial 
commissions and liberal renewals, providing a big 
margin of over-write at both ends! 


N E WI! Be the first in your territory to have the same 
receptive open door to sales amply demonstrated 
in the territories where representatives are al- 


N EW y A complete new line of big-value, low-cost life- 
time A&H, Hospitalization, Life insurance that’s 
setting new sales records for agencies just started. 


N EW i Aggressive home-office heip in prospecting and 





One of the largest and most progressive life 
insurance companies in America has an open- 
ing in Chicago for a topflight man who would 
be interested in managing an _ established 
Agency. We have a complete line of products— 
all forms of life insurance, annuities, and a 
completely new idea in employee-benefit plan- 
ning with a new, low-cost pension plan for small 
and large groups. Also individual accident and 
health and group coverages. This is a genuine 
opportunity with unusual income possibilities, 
and we are only interested in talking to people 
of proven ability. Please write to Box H-1, 
NATIONAL UNDERWRITER, giving full par- 
ticulars as to age, experience, and training. 
All replies will be treated in strictest confidence 
and no inquiries will be made without your per- 
mission. 





e If you’re tired of standing still—if you have the ambi- 
tion and know-how to move on up by developing a sales 
organization that can do justice to really choice coverage— 
we have the jet-powered propulsion that will help you get 
there! Write in complete confidence, giving full details in 
first letter. 


Robert W. Lindsley, Director of Sales 
COMMERCIAL DIVISION 


BENEFIT ASSOCIATION OF RAILWAY EMPLOYEES 
Room UO, 901 Montrose Ave., Chicago 13, Il. 








ASSISTANT COMPTROLLER 


For large life insurance company in northeastern section of United 
States. 


Qualifications: BA or MBA degree; 10 years experience in auditing, 
budgets, and punched card accounting. Heavy supervisory experience 
desirable. 

In reply please include complete résumé and salary requirements. 

Replies will be held in strictest confidence. 


Write Box No. H-36, The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 
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Smaller Companies Group 


Forms Agents’ Association 
(CONTINUED FROM PAGE 1) 
companies have been selling them to 
people who want them, know what 
they are buying, and are happy with 
the results. This has made a few major 
companies, and some agents, unhappy 
pecause they do not welcome effective 

competition.” 

There was extensive discussion of 
the pending federal income tax bill 
affecting life companies. This measure 
passed the House of Representatives 
without hearings, but was not report- 
ed out by the Senate finance commit- 
tee, which will hold hearings in Jan- 
uary. The NALC companies object to 
drastic changes in the method of tax- 
ing life companies made in the pending 
pill, namely a provision for taxation 
on the basis of the earnings of reserve 
investments for ordinary life policies, 
pensions and annuities, the personal 
type of policies getting less of a deduc- 
tion credit than either of the other 
types, thus shifting, they contend, an 
unfair proportion of insurance taxes 
on those companies that do not write 
pension or annuity business. 

The Treasury has expressed dissat- 
isfaction with the bill on other scores, 
and it is acknowledged to be “stop- 
gap legislation.” Discussion brought 
out there are various other alternate 
taxation plans for the life insurance 
industry that could exact considerably 
more in overall taxes from the com- 
panies than the pending measure. 

At the tax forum, J. W. Perry, as- 
sistant secretary of Western & South- 
ern Life, and J. J. O’Connell, associate 
general counsel for that company, dis- 
cussed this measure, both taking the 
position that it improperly distributes 
the burden of taxation with respect to 
the life insurance business. Mr. O’Con- 
nel, who led off the general discussion, 
as Devereaux F. McClatchey, general 
counsel for the NALC, opened the 
forum, said there is no sound objection 
to investment income being a basis for 
life taxation. He termed it a “fair 
basis” but immediately raised objec- 
tions to the plan for applying the de- 
duction rates to be applied to the net 
reserves of the insurance corporations, 
contending this formula is inequitable 
and would tend to shift the life insur- 
ance tax burden more and more on 
the individual policyholder, since the 
reduction basis is to be 85% on ordi- 
nary life insurance, 92% to 100% on 
pensions, and 90 to 95% on annuities. 
He said that while the proposed tax- 
ation “will not bankrupt any com- 
pany,” it is important to guard against 
any permanent formula of taxation 
that will force the individual policy- 
holder to bear practically the entire 
tax burden of the life companies. He 
said there is no reason why the reserves 
of pensions and annuities should be 
practically exempt. He added that the 
present tax bill is “distorted,” and fa- 
vored a tax rate to be applied “across 
the board.” 

Mr. Perry said he had very little 
to add to Mr O’Connell’s remarks, en- 
dorsing his position fully. He added 
that it was his view that if companies 
can’t make a profit and pay taxes on 
Pensions and annuities they should quit 
those types of business, and that their 
tax burdens should not be shifted to 
those companies that don’t write those 
types of contracts. 

Alfred N. Guertin, actuary, and W. 
Lee Shield, associate general counsel, 
American Life Convention, attended 
this session of the NALC meeting. At 
the invitiation of Chairman McClatch- 


ey, Mr. Guertin consented to answer 


questions regarding the pending tax 
bill. He made clear that the measure 
is a compromise of many differing 
views on life company taxation that 
was prepared by the House ways and 
means committee. He also revealed 
that early in the tax discussions in 
Washington the joint ALC-LIAA com- 
mittee on federal income taxation of 
life companies had suggested that the 
smaller, younger, growing life compan- 
ies should be granted more favorable 
tax treatment than the older, larger 
companies. 

He invited any committee that the 
NALC might appoint to study the sub- 
ject of federal taxation to confer with 
Claris Adams, executive vice-president 
and general counsel of ALC, so as to 
get the benefit of his vast experience 
in this field of legislation at Washing- 
ton, before reaching a final decision. 

Later Mr. Brooks announced that the 
tax committee would be pleased to ac- 
cept this invitation from the ALC and 
a similar one that was made over the 
telephone yesterday by Eugene Thore, 
general counsel of LIAA, to D. D. 
Murphy, executive director of NALC. 

Capacity of the industry to pay tax- 
es, comparative taxation both state and 
federal of other institutions handling 
the public’s savings, and the effect of 
taxation upon competition within the 
industry must be taken into account in 
writing permanent federal tax statutes 
for the life insurance industry, Dever- 
eaux McClatchey told those present. 

“Federal, state and local taxation of 
the insurance industry is about to reach 
the point where it will exceed the in- 
dustry’s capacity to pay and still af- 
ford adequate protection to American 
families,” he continued. “In addition, 
any effort through tax legislation to 
destroy the historic pattern of competi- 
tion in the industry could be very dan- 
gerous to the entire economy of the 
nation.” 

Writing permanent legislation in the 
life insurance tax field is highly neces- 
sary but a new and drastically different 
‘stop-gap bill’ is another thing entirely. 
Extension of the present measure is 
better than subjecting the industry to 
a one year measure that may change 
greatly competitive aspects of the busi- 
ness,”” Executive Director Murphy de- 
clared. “At least another year of study 
by the Treasury, broader representa- 
tion of the industry at hearings, and a 
full discussion of the House ways and 
means and Senate finance committees 
should precede the writing of a per- 
manent tax bill,” he added. 

American Life Underwriters Assn., 
the new agents’ organization, was ap- 
proved by the directors of NALC and 
the organization was launched at a 
meeting of agents representing various 
member companies. 

Officers were elected as follows: 
President, Charles Bales, general agent 
National Old Line Life, Little Rock; 
lst vice-president, Joe Shorrock, gen- 
eral agent National Life & Casualty, 
Phoenix, Ariz.; vice-presidents, James 
Ely, general agent, Professional & 
Businessmen’s, Denver, and Donald 
Teague, general agent Security Na- 
tional Life, St. Louis; secretary, Roger 
Schulz, Federal Old Life, Seattle, 
Wash.; treasurer, Tom Dechman, gen- 
eral agent Coastal States Life, Atlanta, 
Ga. The organization will soon elect 
four other vice-presidents; one from 
Texas, one from Indiana and two at 
large. 

Another meeting of agents and others 
interested in the new organization will 
be held soon at some convenient cen- 
tral point to work out the details of 
organization’s operations, which will 
include in addition to the national 


setup, also state and local organiza- 
tions. 

Individual memberships will be open 
to any person representing or employed 
by a life company. He does not have 
to be employed by a company affili- 
ated with NALC. 

Mr. Brooks urged the fullest support 
to the new organization, which he said 
was needed in the industry. He pre- 
dicted the new group could have a total 
membership of 1000 within 90 days. 

The special committee named to look 
into the matter of whether the activi- 
ties of various life companies “acting 
and harassing” members of the NALC 
and others of the smaller companies 
of the country have been such as to 
warrant the documentation of such 
facts for presentation to the federal 
trade commission Senate anti-monop- 
oly committee and for other govern- 
mental bodies for possible full scale 
official investigation into such adverse 
activities will be headed by Ellis Arn- 
ell, president, Columbus National Life 
of Georgia, and a former governor of 
Georgia; William White, Professional 
& Businessmen’s of Denver, and Rob- 
ert P. Hensley, associate counsel of 
the association, Louisville, Ky. 

C. Lawrence Leggett, superintendent 


of the Missouri department and presi- 
dent of National Assn. of Insurance 
Commissioners, was the _ principal 
speaker at the Tuesday afternoon ses- 
sion. “The entire industry will be 
watching the growth of your organiza- 
tion,” Mr. Leggett said, “to see+what 
direction it might take. There will be 
particular vigilance to guard against 
the issues of a—pardon the expression 
—‘tontine policy.’ That term has not 
been clearly and concisely defined. The 
term ‘tontine’ is sometimes used with- 
out thinking, to taint with its question- 
able reputation any type of novel life 
insurance coverage. I am sure that 
many of you have had to fight the ton- 
tine stigma. 

“I do not believe that it is fair to 
condemn special types of insurance 
simply because they are new or novel. 
By the same token I do not believe that 
special insurance is good simply be- 
cause it is new or novel. I believe that 
the merit of such insurance should be 
determined by the degree of protection 
and service it offers the individual pol- 
icyholder and I believe that the legality 
of such insurance should be determined 
by an enlightened measurement of it 
to the statutory enactments of the gen- 
eral assemblies of the various states.” 
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That will open the door to 
agency management oppor- 
tunities in State Mutual for 
many of our field associates 
who have noteworthy personal production 


We believe that our Management Training 
Center in Pittsburgh provides the ideal oppor- 
tunity for these men to attend work sessions 
and seminars, and to actually participate in 
field work under competent supervision in all 
phases of agency management. 

We believe that this unique program will keep 
the door open for the qualified and interested 
underwriter to investigate and evaluate his 
potential success in this type of work. At the 
same time it affords the company, without dis 
turbing the underwriter’s personal production, 
ample time to help him decide whether or not 
he should receive further encouragement to 
accept additional management responsibilities. 


STATE-MUTWAL-LIFE 
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New Continental 
Assurance Policies 
Highlight Meeting 


More than 700 persons attended Con- 
tinental Assurance’s Pyramid club con- 
vention at Chicago, making it the 
largest convention in the company’s 
history. All 48 states, Alaska, Hawaii 
and Canada were represented. 

Highlights of the meeting included 
announcement of a new agents benefit 
and compensation plan, a new 9-pay 
life policy and a complete package 
plan for the small group of 10 to 24 
lives. 

The new 9-pay policy has high cash 
values in early years and an extremely 
low net cost, making it especially 
adaptable to policies on which pre- 
miums are financed by loans through 
lending institutions. It is participating, 
with a minimum issue limit of $12,500. 

The new group plan, called accelo- 
plus, pays benefits for all types of 
hospital, surgical, medical, nursing, 
and miscellaneous medical expenses. 
A loss of time benefit is available with 
or without maternity. 

It also has a_ polio-dread disease 
rider providing benefits up to $5,000 
for polio, scarlet fever, tetanus, small 
pox and other dread diseases. Group 
life or employe life may be added to 
the other coverages, making it a com- 
plete group insurance package. Both 
hospital-surgical and life portions are 
convertible to individual plans on ter- 
mination of employment. 

Keynoted by Dr. Harry W. Dingman, 
vice-president, the meeting also fea- 
tured talks by outstanding producers, 
a tour of the home office and a per- 
formance of “Stardust”, an inspiration- 
al play by Laflin C. Jones of North- 
western Mutual Life. 

Drawing a corollary between indus- 
try and life agents, Leo Feldman, 
Schenectady, N.Y., said American in- 
dustry is preparing for tomorrow’s 
markets by learning how to convert 
atomic energy to commercial uses. 

“Service to clients today will help 
make appointments for tomorrow,” de- 
clared Mr. Feldman. 

The expanding economy was consid- 
ered by Dr. Clifton Reeder, medical 
director, who said insurance companies 
as a whole are not keeping up with 
the economy. “We cannot sit back and 
watch our percentage of the spendable 
dollar shrink as it has.” 

Other speeches were made by David 
G. Scott, vice-president and actuary; 
Myron A. Hecht, Brown & Brown 
agency, Chicago; Masaru  Shinseki, 
Honolulu; Orrin Sprague, Mesick, 
Mich., and Edward Brown, Chicago. 

Three sales seminars were presented. 
“Bank Loan and Split Dollar” had Dave 
Carr of New York, as moderator, with 
Phil Belber, Newark, Robert Adams, 
Riverside, Cal., and Aubrey Comey, 
Milwaukee broker, as participants. 

Ken Klee, Neuman agency, Los An- 
geles, was moderator for “Building 
Business Through Friends and Cli- 
ents,” with Robert Rohde, Chicago, 
Louis Ricci, Duncan agency, LaSalle, 
Ill., Howard Ostrow, Balsam agency, 
Pittsburgh, and Roy Sander, Sarier- 
Tubbesing agency, St. Louis partici- 
pating. 

“Mass Sales Opportunities Through 
Franchises” had Floyd Hathorn, Flint, 
Mich., moderator, with Romie Vetter, 
Madison, Wis., Arthur Craig, Craig & 
Herren agency, Hemptstead, N. Y., and 
Ed Martin,.Chicago. A group panel dis- 


cussion entitled, “Your Future In 
Group” was also held, with John Rode- 
meir, assistant to vice-president, as 
moderator. 

Plaques were presented to 10 pro- 
ducers who won 12 awards. New 
“Agents of the Year” are: John C. 
Lecnard, Bogley Harting, Chevy Chase 
Md.; Clarence Boettcher, Youngberg- 
Carlson Co., Chicago; Richard A. Whit- 
ney, Adams agency, Riverside, Cal., 
and William A. Simpson, R. M. Badolfe, 
Ottawa, Ontario. 

Volume leaders were Ned C. Litwack, 
Belber agency, Newark; Harry M. Bitt- 
ner, Jr., Tolmich agency, Detroit; Ern- 
est M. Marcus, Wilshire agency, Los 
Angeles; J. A. LaRocque, Jean Avard 
agency, Montreal, Quebec. 

Awards for premium leader went to 
Ned C. Litwack, Myron A. Hecht, 
Brown & Brown agency, Chicago, 
Ernest M. Marcus, and William J. 
Adams, Toronto. 





Beneficial Standard 
Buys Major Interest 
in Union Casualty & Life 


Major interest in Union Casualty & 
Life has been purchased by Beneficial 
Standard Life of Los Angeles, accord- 
ing to Edward D. Mitchell, chairman 
of the California company. 

Ccmpletion of an escrow, under 
which Beneficial Standard would be 
able to take over control of Union, has 
been accomplished, Mr. Mitchell said. 
It will result in Beneficial Standard 
and its controlled companies having in 


force $500 million of life insurance. 


Union Casualty at the end of 1954 had 
$418,334,315 of insurance in force with 
assets of $3,338,924. It had A&H pre- 
miums in 1954 cf $4,685,673. Beneficial 
Standard had $61,820,821 of insurance 
in force at Dec. 31, 1954, assets then of 
$15,936,585 and A&H premiums during 
the year of $13,022,293. 

Union Casualty & Life will continue 
to operate under its present name with 
its head office remaining at Mount 
Vernon, N.Y. 

Other acquisitions presently are be- 
ing considered by Beneficial Standard, 
Mr. Mitchell said. Last year the com- 
pany acquired Fidelity Interstate Cas- 
ualty of Pennsylvania, and also organ- 
ized a new Pennsylvania company 
under the name Fidelity Interstate 
Life. In 1949 the wholly cwned sub- 
sidiary, Beneficial Fire & Casualty, 
was organized, and early in 1954 Citi- 
zens Life & Casualty of California was 
reinsured. 

Beneficial Standard was closely held 
by its organizers until March, 1955, 
when 480,000 shares of a total of one 
million issued shares were offered to 
the public at $25 a share by a group 
of underwriters headed by Lehman 
Bros. The stock now is quoted at 35 
bid and 38 asked. 

The ccmpany was organized 15 years 
ago by Mr. Mitchell, Oscar S. Pattiz, 
president, and J. C. Earle, executive 
vice-president. Joseph N. Mitchell 
joined the company in 1945 and is now 
its vice-president and secretary. These 
four men are the chief officers and 
comprise the company’s executive com- 
mittee. 





NEIL BURKINSHAW, 57, general 
counsel of United Services Life, died in 
a Washington, D. C., hospital following 
an appendectomy. He had been with 
the company since 1942. He had been 
special assistant to the Attorney-Gen- 
eral and had served as assistant to 
Owen J. Roberts, special counsel for 
the government in prosecutions result- 
ing from the Teapot Dome scandal. 


August Life Sales 
Total $3.6 Billion, 
Set Mark for Month 


Life sales in August totaled $3,645,- 
000,000, increase 22%, and were the 
highest ever recorded for the month, 
according to LIAMA. Ordinary sales 
amounted to $2,548,000,000, up 23%, 
for the largest August in history. 

New group sales totaled $557 million, 
increase 46%, in August. These figures 
represent new groups set up and not 
additions under group contracts al- 
ready in force. Industrial sales totaled 
$540 million, up 1%. 

Total sales for the first eight months 
amounted to $30,641,000,000, increase 
23%. Ordinary accounted for $19,855,- 
000,000, up 18%. New group amounted 
to $6,351,000,000, increase 67%. Indus- 
trial totaled $4,435,000,000, up 3%. 

LIAMA’s figures do not include 
credit policies. 





Stagg Elected a Director 


of Lincoln National Life 


Ronald G. Stagg, vice-president of 
Lincoln National Life, has been elected 
to the board. He 
replaces Joseph D. 
Frank who retired 
recently as _ vice- 
president and gen- 
eral counsel. 

Mr. Stagg, who 
rejoined Lincoln 
National last Feb- 
ruary after an ab- 
sence of nearly 
eight years, has a 
total of 20 years of 
service with the 
company. In recent 
years he also has 
served as presi- 
dent of Northwestern National Life 
and as a vice-president of Prudential. 

Directors declared a special 50th an- 
niversary dividend of 50 cents a share. 
This is in addition to the regular divi- 
dend of 50 cents a share. Both will be 
payable Nov. 1 to stcck of record Oct. 
10 





Ronald G. Stagg 


The board failed to take action on a 
much rumored stock split which many 
observers thought would be made dur- 
ing the anniversary year. 


Fordhem Oise ‘Mew 


Type of Life Course 


NEW YORK—Fordham university 
has added to its adult education cur- 
riculum a life insurance course de- 
signed for present and potential life 
insurance people and also for sub- 
stantially insured persons who may be 
interested in knowing more about their 





coverage. 
The course will be taught by C. J. 
O’Connell,_ retired assistant  vice- 


president of New York Life. It will 
open Oct. 4 at the city hall division, 
302 Broadway, and continue each 
Tuesday 5:15-6:15 p:m. for 10 weeks. 
It will cover what life insurance is and 
does—mortality and interest tables, 
premium rates, policy plans and bene- 
fits, settlement options, business in- 
surance, federal taxes; New York 
insurance law, commissions, social se- 
curity, and government life insurance. 
It will include A&H and group as well 
as ordinary. 





J. E. PEGUES, 40, Pacific region 
public relations representative of New 
York Life and former San Francisco 
newspaperman, died in a San Rafael, 
Cal., hospital after a cerebral hemor- 
rhage at his home in that city. He had 
been with the company since 1953. 


DAVEY MAY SUCCEED 


H. E. Wells, Indiana 
Commissioner, to 
Join Life Company 


Harry E. Wells is resigning as Indi- 
ana commissioner to become president 
of American Travelers Life of Indian. 
apolis about Oct. 15, it was announced 
in Indianapolis Wednesday. William J. 
Davey, chief examiner of the Indiana 
department, is being mentioned as the 
likely successor to Mr. Wells. 

Mr. Wells was named commissioner 
in 1953. He joined the department in 
1945 and served as an examiner and 
then as chief examiner. Earlier he was 
an examiner on the state board of 
accounts and before that served two 
terms as auditor in Jefferson county, 
He is chairman of the blanks commit- 
tee of National Assn. of Insurance 
Commissioners. 

American Travelers was_incorpo- 
rated last June. Its beginning capitali- 
zation of $3 million was described then 
as exceeding that of any previous new- 
ly-formed insurer in Indiana. Many 
prominent business and political per- 
sons in the state are identified with 
the company. J. Perry Meek has headed 
the company since its organization. He 
now will become chairman of the di- 
rector’s advisory committee. 








Life Companies, Inc., 
to Offer 340,000 Shares 


Life Companies, Inc., Richmond, 
which was set up Aug. 1, has put in 
registration with securities and ex- 
change commission 418,656 shares of 
its $1 par common stock and 4,081 
shares of its $25 par convertible pre- 
ferred stock. 

John D. Murchison, president, and 
his brother, Clint W. Murchison Jr. 
own in equal amounts all 1,250,000 out- 
standing common shares and 140,000 
shares of convertible preferred stock. 

The underwriters, headed by Equit- 
able Securities Corp. and Rauscher, 
Pierce & Co., Inc., will offer 340,000 
common shares of the Murchison hold- 
ings for public sale. An additional 60,- 
000 shares of common stock will be 
offered by the Murchison Brothers for 
sale to officers, directors, employes and 
agents of Life Companies, Inc., Atlan- 
tic Life, Lamar Life and to certain 
business associates of the Murchisons. 
Offering price of the stock will be filed 
with SEC later. If SEC clears the offer- 
ing, it will go on sale about mid-Octo- 
ber. 

Life Companies, Inc., will offer the 
remaining 8,656 common shares and 
the 4,081 convertible preferred stock to 
holders of Atlantic Life common stock 
on the basis of 64 shares of common and 
14 shares of preferred for each out- 
standing share of Atlantic Life com- 
mon plus $15. 


To Hear Senator Kuchel at 


Los Angeles CLU Conferment 


Senator Kuchel of Los Angeles will 
address the annual CLU conferment 
luncheon Oct. 1, sponsored by 
Angeles Life Underwriters Assn. and 
Los Angeles Managers Assn. 

The conferment meeting has become 
one of the principal public relations 
events of life insurance in southern 
California, spotlighting educational at- 
tainment of the industry for the bene- 
fit of those in the allied fields of law, 
accounting and banking. It is expec 
last year’s attendance of 650, the 
largest audience to witness 
conferment in the U. S., will be ex- 
ceeded. 
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J. W. BARTON 
Glendale, California 

An ANICO Coreer Underwriter who has been continuously success- 
ful from date of employment. In eight years of service, he 
advanced from Agent to Staff Supervisor to Regional Supervisor 
to District Manager. As District Manager of Glendale, California 
for the last sixteen years, he has placed the District in continuous ; 
leadership and has done an A periow sry job in developing men. & 
Mr. Barton is a good perscnal producer and is a life member of . 


the Presidents Club. 
YOU CAN GROW WITH ANICO 


@ A working contract that permits outstanding earnings. 
@ Policies that stand out in value against any competition. 
@ A management philosophy that is based on the axiom that 
a company succeeds only when its agency force succeeds. 
@ The most. modern and effective selling aid program that 
can be devised. 
For information without obligation address “wes? 
“Executive Vice-Presicent’’ ° ye . 
s 









tock to . . . @ reputation earned by Central Life’s con- 
sistently excellent record of Safety, Service and 
h_out- Strength through six decades. 
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. . . a reputation maintained by Central Life’s 
progressive leadership. 


Over $400 Million in force. 















“pROGRESS 











ecome 


were cree 
lations * 1905-1955— FIFTY eres 





OVER 3 BILLIONS OF LIFE INSURANCE IN FORCE 














XUM 








9 ° 


To meet today’s exaciing production schedules and still 
maintain rigid product quality control, men who set the 
pace for the modern manufacturing operation must coor- 
dinate a multiplicity of highly specialized skills. And in 
this industrial atmosphere, they are constantly aware of 
the interdependence of specialists. 

This same interdependence of skills is equally important 
outside the plant. That’s why the industrial expert seeks 
specialized assistance in the management of his life insur- 
ance estate. Here, too, he has rigid standards to meet. He 
must guarantee his family complete financial protection— 
even if something should happen to him. He must guarantee 
financial independence for his own future. And he must 
be sure the program he plans is right. 

Today, many men of industry are finding that the man 
who represents The Union Central Life Insurance Com- 
pany can give them this “sense of sureness.” And good 
reason. The Union Central underwriter is one of the most 






wHY THE Industrial Expert NEEDS A LIFE INSURANCE SPECIALIST 


thoroughly trained and equipped specialists in his profes- 
sion. He is a career underwriter. He not only understands 
the over-all advantages of life insurance but knows how to 
apply this knowledge to meet the individual’s specific needs 
and wants. For this reason, he knows how to diagnose a 
wide range of personal financial problems as diversified 
and complex as the situations in which they occur. More- 
over, he carries a complete folio of policies issued from 
birth to age 70—and guaranteed to meet every human need. 

And through constant Home Office research and plan- 
ning, the Union Central underwriter develops new and even 
more effective ways to serve his policyholders. So it’s smart 
to know the man who represents The Union Central—the 
man who specializes in helping you build a sound, intelli- 
gent life insurance estate. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many ways 


The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance market. 








